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AMERICANS. PLAN 
FOREIGN OPERATIONS 


Committee of Which C. G. 
Chairman to Report 
Wednesday 





Smith is 
Next 


SOUTH AMERICAN FIELD FIRST 


Conditions in Argentine and Brazil 
Looked Upon Favorably for 
Fire Company Expansion 
On Wednesday of next week the com- 
mittee consisting of C. G. Smith, presi 
dent of the Great American, chairman; 
Wilfred Kurth, secretary of the Home, 
and one other company official whose 
name is deleted by censor, will report 
on the proposed association of Ameri- 
can fire insurance companies, having 
for its object the extension of the op- 
erations of domestic companies to for- 
eign countries, and presenting a con- 
stitution and by-laws for the proposed 

association. 

The high ideals of American partic- 
ipation in the war, backed by consist- 
ent action and tremendous resources, 
are making valuable friends in all en- 
tente and neutral countries. Our North 
and South American neighbors need 
no further proof that the “Monroe 
Doctrine” is neither a “Decoy,” nor a 
“Scrap of Paper.” We entered the war 
to convince the “Hun” of our sincerity 
of purpose, and in accomplishing this 
shall incidentally convince our neigh 
bors and allies of our friendly sincerity 
of purpose toward them. 

We are building a great fleet of ships 
that will be available for trade pur- 
poses when peace comes. If this grow- 
ing friendship, mutual respect and 
trade facilities, do not lead to greatly 
increased trade relations with all those 
friendly countries, our greatest national 
opportunities will be lost by neglect 
on our part. 


Duty to Protect Capital 


It is pleasing to know that at least 
some of the large American companies 
are alive to the situation and that a 
meeting has been held and progress 
toward an organization to investigate 
insurance conditions in South American 
countries was made. The management 
of these companies are entitled to 
credit for their foresight and _ public 
spirited action. It is not only an oppor- 
tunity and privilege that has. opened 
up to American companies, but a duty 
to protect with insuranve cover Ameri 
can capital that will be invested in this 
foreign trade. 

I. is understeod that the companies 
will first turn their attention to South 


(Continued on page 17) 
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THE BIG FOUR 


AGE— STRENGTH— SERVICE— OPPORTUNITY 


A COMBINATION WHICH MAKES A WIN. 
NER FOR THE AGENCY FORCE OF THE 


EQUITABLE LIFE OF IOWA 


(Organized 


1867) 


All previous records broken during 1917. Substan- 


tial increase in assets and paid for insurance. 


Net 


gain in insurance in force during 1917, $21,764,- 
972.88, or 72% of the amount paid for. 
MEN of CHARACTER can obtain further informa- 
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EXCESSIVE TAXATION 


Northwestern Mutual Men in Session— 
Dr. C. E. Albright Still Maintains 
His Lead 





CLENDENIN WINS MARATHON 
Rudolph Recht Heads Agents; Franklin 
Mann, General Agents; T. A. 
Peyser, Specials 


By telegraph to The Eastern Underwriter 

Milwaukee, Wis. July, 17, 1918.-—At 
the opening of the forty-second annual 
convention of the Agents’ Association 
of the Northwestern Mutual Life In- 
surance Co. Tuesday morning, the first 
business transacted was the sending of 
a telegram of loyalty and support to 
President Wilson, and a message of 
remembrance to Captain Millard W 
Mack. of Cincinnati, president of the 
Agents’ Association, who is at present 
in France on duty for the government 
as Chief Risk Officer. 

W. D. Vandyke, vice-president of the 
Company, welcomed the agents and R. 
Recht, of New York City, responded in 
the absence of President Mack. Over 
300 members attended, a remarkable 
oumber when it is considered that 305 
of the members of the Association are 
in the war service and railroad fares 
have advanced enormously. 

Agents’ Association Officers 

Officers of the Agents’ Association 
were elected as follows: president, 
Rudolph Recht, New York City; vice- 
president, Capt. Millard W. Mack, Cin- 
cinnati and secretary-treasurer, Frank 
B. Gilotty, Milwaukee. 

The. following standing committee 
was elected: Chairman, L. F. Larson, 
Kansas ‘City, Mo.; Charles Hamburger, 
Chicago; M. L. Woodward, Detroit; E 
G. Hmmert, Muskogee, Oklahoma and 
W. F. McCaughey, Racine, Wis. 

The election of Rudolph Recht, who 
presided at the ,meeting as president, 
followed precedent but the election of 
Capt. Mack shattered it, but is consid- 
ered to be a pretty compliment to the 
president of the Agents’ Association, 
who has not had the privilege of acting 
so far. His present election as vice 
president anticipates his coming into 
all honors and privileges of president 
in 1920. 


General Agents’ Association Officers 
Officers of the General Agents’ As 
sociation were elected as_ follows: 


president, Franklin Mann Omaha, 
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Neb,.; vice-president, F. A. Griswold, 
Hartford, Conn. and secretary, M. W. 
Mack, Cincinnati, P. T. Throop, of 
Nashville, Tenn., for nineteen years 
president of the General Agents’ As- 
sociation, declined re-election. 


Officers’ District and Special 
Association 

The following were named as of- 
ficers of the district and special agents’ 
association: president, T. A. 
New: York; first vice-president, L. U. 
Holthe, Muskegon, Mich.; second vice- 
president, R. F. Clendenin, Paris, Ky.; 


Agents’ 


secretary, D. P. Haynes, Chicago. Di- 
rectors to fill vacancies: H. Coffen, 
Chicago; M. L. Woodward, Detroit; 


E. Baker, Minneapolis; C. A. Smith, 


D. E. 
Ind. and E. B. Stinde, St. 


Hammond, 
Louis. 
Government Endorsement 

The spirit of the sessions fairly 
breathed of hopefulness and optimism, 
despite the grim realization of the 
enormous burdens and grave problems 
at hand. 

The government’s remarkable endorse- 
ment of American life insurance by 
adopting it as first selection out of any 
number of substitutes for the onerous 
and profligate pension system of old, 
iz taken to mean that the business of 
life underwriting not only is to-day 
more firmly entrenched than ever be- 
fore, but its continued growth = and 
development at the close of the war 
appears to be a foregone conclusion, 
for life insurance is become the mighty 
protector of millions of dependents at 
home and the lessons taught by the 
government is regarded as the most 
valuable yet furnished for the millions 
of young Americans growing to 
maturity. 


Protest Unreasonable Taxation of 
Business Life Insurance 

It was generally acknowledged that 
a disturbing factor in life insurance at 
the moment, particularly as concerns 
the continued success of the solicitor 
or agent, are the ramifications of the 
income and excess. profits taxation 
scheme as it affects partnership or 
corporation indemnity. 

A resolution was adopted in protest 
against any plan of unreasonable tax- 
ation of the proceeds of such policies, 
which may so increase so-called income 


of partnerships or corporations as to 
subject net incomes to the higher 
schedules of a super-tax to a wholly 


unwarranted extent, It is felt that the 
fate of partnership or corporation in- 
surance is in jeopardy on this account 
at a time when it is a most valuable 
factor in the commercial and industrial 
structure of the nation. 
Dr. Albright Leads Again 

The presentation of certificates and 
tokens of merit to the largest produc- 
ing agents for the annual period ending 


June 30 in various classes was made 
by Myron H. O. Williams, assistant 


superintendent of agencies. 

The grand prix was for the twelfth 
consecutive time awarded to Dr. 
Charles E. Albright, special agent in 
Milwaukee, who wrote a total of $1,- 
503,000 of new business during the 
year and consequently won premier 
honors among all agents entitling him 
to his usual place in class A. 

Herman Duval, New York City, won 
the honors with a total of $1,223,900 in 
class A, limited to agents who have 
written on an average of $500,000 or 
more business during the last three 
years. August Rosenberg, New York 
City, reporting $928,000, won the class 
B award, $400,000 to $500,000 average. 
H. C. Fricks, Omaha, Neb., with $905,- 


950, won class C, $300,000 to $400,000 
average. R. W. Cameron, Portland, 
Oregon, with $750,100, won class D, 


$200,000 to $300,000 average. Max Berg, 
Philadelphia with $652,300, won class 
FE, $150,000 to $200,000 average. Dr. J. 
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I. Rigg, Mt. Pulaski, Ill., with $500,000 
won class F, up to $150,000 average. 
Clendenin Marathon Winner 

R, F. Clendenin, Paris, Ky., won the 
prize for writing the largest number 
of individual lives, namely 207, which 
is the greatest number ever written by 
a Northwestern agent and exceeds the 
previous high mark of 198, made a year 
ago. This award also entitled Mr. Clen- 
denin to the post of president of the 
Marathon Club, consisting of North- 
western agents who write 100 or more 
lives per annum. 

Other Honor Men 

This year’s “honor men” consisting 
agents who have been under con- 
less than three years, have writ- 
ten more than $150,000 a year, and 
have not heretofore qualified in a 
higher class, are as follows: C. E. An- 


of 
tract 


derson, Peoria, Ill.; G. C. Blanchard, 
Augusta, Ga.; C, S. Bullock, Trenton, 
N. J.: C. C. Crooks, Baltimore, Md.; 


Oscar Dehner, Kansas City, Mo.; C. R. 
Eckert, Greenfield, Ohio; J, E. Elder, 
Peoria, Ill.; W. D. Erwin, Albuquer- 
que, N. M.; Wilson Ferguson, New- 
castle, Pa.; F. S. Gordon, Racine, Wis.; 
S. W. Kenyon, Utica, N. Y.; W. H. 
Lockhart, Denver. Colo,: T. J. Master- 
son, St. Louis; W. R. Nelson, Buffalo; 


A. J. Pierce, Saratoga Springs, N. Y.; 
Ee. A. Pettingill, Cleveland; C. A. 
Phelps. New Berlin, N. Y.; I. C. Rena- 
frew, Hutchinson, Kas. and H. W. 
Shedd, Chicago. 
Set Addresses Tuesday 

P. G. Rennick, Peoria, Ill, special 

agent, delivered an address on “Excess 


Tax and Life Insurance” at the Tuesday 
afternoon session, in which he gave a 
clear and concise exposition of the 
history and details of the Federal in- 
come tax laws since their institution 
in 1913, 

W. F. Atkinson, of Brooklyn read a 
paper on “War Insurance and its En- 
dorsement of Life Insurance” (which 
is printed in part in another column 
of this paper) and Herbert N. Laflin 
gave an oration “Life Insurance and 
Democracy.” 


Congress Petitioned 
for Change in Law 
RESOLUTION BY LIFE AGENTS 


Northwestern Mutual Men Mix Patriot- 
ism With Business at Milwaukee 
Meeting 





By telegraph to The Eastern Underwriter 

Milwaukee, Wis., July 18, 1918.—The 
banquet of the Agency Association of 
the Northwestern Mutual Life, held 
Tuesday evening, was an all star event 
with Charles D. Norton of New York 
City, E. J. Cattell of Philadelphia, and 
Hon. John H. Atwood of Kansas City, 
leading. men. 

Mr. Norton is a native of Wisconsin 
and at one time was office boy in the 


employ of the Northwestern Mutual 
Life. He is now president of the 
First Trust Company of New York, 


one of the leading Red Cross workers 
of the country and member of commis- 
sion sent across seas to investigate 
war conditions. He told of them graph- 
ically and intimately. 

The theme of his talk was “Make 
Germany Pay.” He said, “Nothing but 
the patient labor of millions of farm 
hands can restore to use the over- 
whelming acres of Northern France and 
I only repeat the hope that the day 
may come when before equally de- 
stroying a beaten Germany, the Allies 
may turn the defeated German armies, 
with all their housing and mobile 
equipment of war into the vast prc- 
ject of restoring those ruined lands 
and cities through years, if necessary, 
of penitential labor. It is abhorrent to 
one’s sense of Divine justice to think 
that such wholesale and murderous de- 
struction shall not be restored by those 
who are responsible.” 


Cost Inconsequential 


EK. J. Cattell, stationer of Philadel- 
phia, was optimistic. He thought the 
present war had averted an American 
internecine war and that what we now 
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paid was inconsequential compared to 
the possibilities of our resources. 


“Atwood Damns The Hun” 


Hon. John H. Atwood, of Kansas 
City, injected pessimism into the oc- 
casion. He damned the Hun and bit- 
terly attacked German propagandists 
in persons of American profiteers. He 
said in effect that one ought to search 


out the most horrible tortures that 
German command had inflicted and 
subject Kaiser and his sons to that 


same torture surrounded by an Amer- 
ican army. His message was one of 
hate upon which to build a Christian- 
ized Democracy as opposed to brutal 
power. 
Old Guard Feature 

Wednesday morning program was in 
charge of Royal S. Goldsbury of Pitts- 
burgh. An interesting feature was 
marching of “Old Guard” into hall, 
the “Old Guard” being agents who had 
been under Northwestern contracts for 
20 years or more. There were 35. 


Clendenin Tells How 

Roy F. Clendenin of Paris, Ky., who 
wrote 207 lives last year told how he 
did it by graphic illustration. Briefly 
his successes were due to offer to make 
each policy subject to inspection and 
approval. His feat is remarkable when 
fact is stated that the 207 lives were 
within the limit of a single country 
and practically all were farmers. 

Dallas Answers Question 

“Why are we not selling more en- 
dowment policies?” was question an- 
swered by W. H. Dallas of Agency De- 
nartment. He said Government adop- 
tion of installment form of life insur- 
ance in its plan of Federal indemnity 
for fighting forces is an endorsement 
which should make it an exceptionally 
nopular and business producing option 
for agents. Progress of installment 
‘nsurance has been slow because of a 
lack of knowledge and appreciation of 


its importance and advantages, but 
with the advertising given by the 
‘ . ; . 

Government war risk bureau, these 


reasons are rapidly being overcome. 
_War Makes Growth 

ante’ poagatitien ects 

Flavel L. Wright a tea me ma 

d , arrisburg, Pa. 

He said fact that 30 per cent. of the 

ae Get Serine, Sikes acne ane et: 

‘ ‘ as all the more 

reason why life insurance’ should 

gfrow. 

John I. D. Bristol, II. 

John I. D. Bristol, of New York. was 
slated for a response to the 60th An 
niversary of Company, but was. sud- 
denly attacked with an acute case of 
indigestion. 

Tyrrell Commandeered 

Henry F. Tvrrell, Librarian, who 
wrote semi-centennial history of Com- 
pany, was commandeered and on five 
minutes’ notice responded with a re- 
view of history of Company from in- 
ception. He paid tribute to the genius 
of late Henry S. Palmer and his sue 
cessor, George (€. Markham, whose 
tenth anniversary as_ president was 
celebrated Monday. 

Tax Resolution Sent To Congress 

By resolution Congress was _ peti- 
tioned to amend Federal Income Tax 
Law to remove from taxation proceeds 
of partnership or corporation insurance 
policies. The inclusion of such monies 
in present law has made it prohibitive 
for partnerships or corporations to 
purchase such insurance and is_ re 
garded as an unjust’ discrimination 
against a most necessary and popular 
form of life indemnity. 


Resolutions of sympathy at tragic 
death of Miss Clara Mae Copeland, 
daughter of George FE. Copeland, 


superintendent of agencies, two weeks 
ago, also were adopted. 
How To Sell Half Million A Year 
Five minute talks on How to Sell a 
Half Million a Year by some who have 
done so, were interesting. 
I. Kauffman, Minneapolis, 
(Continued on page 7) 
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Equitable Spirit 
Strong at Meeting 


W. J. GRAHAM TALKS 
Sectional Meeting Devoted to Life 
Insurance as Factor in Winning 
War 


ON GROUP 








Last week we printed a story about 
the Eastern Century Club and _ the 
Eastern Quarter Million Club of the 
Equitable Life Assurance Society field 
forces meeting at Asbury Park, N. J. 
The article we printed did not tell the 
story of the activities of the Society 
officials and the delegates who had 
qualified for the club memberships. It 
is doubtful if any report could even in 
a small way carry the message of use- 
fulness of these meetings. 

After plugging all year to win mem- 
bership in one of the Equitable Life's 
Clubs, those who are fortunate enough 
to qualify gather in various sections 
of the United States to indulge in sev- 
eral days of the most strenuous work 
possible, swapping experiences, discuss- 
ing plans and listening to important 
announcements from the Home Office. 

The Equitable Life Club meetings are 
bee-hives of activity. They are filled 
with action from beginning to end. 
The program always provides for one 
day on which no formal business is 
scheduled and strange as it may seem, 
there is more going on on this day and 
the delegates get more from there vol- 
untary attendance at sectional confer- 


ences than they do from the rest of 
the meeting. 
Spirit That Wins 
There is a real Equitable spirit 


which dominates the delegates on this 
day. It is a spirit that puts life into 
life insurance. It is a spirit that gets 
more for delegates attending any meet- 
ing. It is a spirit that should be found 
in all meetings of life insurance men 
where they are gathered together for 
business conferences. 

Play, certainly, but let the interest 
in the work in which one engages be 
so deep that all of the recreation in- 
cident to playing can be found in at- 
tending sessions of the meeting by 
loading up the bunkers for the winter 
of production ahead. 

More than 85 per cent. of the dele- 
gates to the Equitable Club meetings 
attended the informal conferences ar- 
ranged for the day set aside for play, 
and when they tried to adjourn at noon 
there was a demand made for the con- 
{inuation of the conferences and after 
2 recess they were resumed and con- 
tinued until the sun was sinking low 
in the West under the new time sched- 
ule. 

On the first of the conferences 
Vice-President Lunger, presented to 
the delegates some interesting figures 
resulting from the companies’ activities 
the first half of 1918, after which he 
presented plans for the last half of 
1918. 


day 


Graham Talks on Group 

At other sessions of the conferences 
Second Vice-President Rosenfeld, and 
Third Vice-President Graham, presided 
over a special group insurance meeting 
which the delegates agreed was one of 
the best ever held at an Equitable 
meeting. Third Vice-President Graham 
delivered an illuminating and practical 
address on “Salesmanship in Connec- 
tion with Group Insurance” which could 
be appliéd just as readily to any other 
phase of life insurance selling. 

Other sessions of the conference were 
presided over by Secretary Alexander 
whose topic was “Using the Tools Now 
in the Hands of Agents.” Second Vice- 
President Wilson had charge of the 
section devoted to “Life Insurance as a 
Factor of Winning the War.” Second 
Vice-President Taylor presided over 
the section devoted to “Salesmanship 
and Selling Points.” 


An attractive feature of the confer- 
ence was the attendance of women 
delegates, some of whom .were called 
upon to speak. In the discussion re- 
lating to the sale of income bonds the 
ladies took an active part. No little 
interest was manifest in the activities 
of the ladies making notes while listen- 
ing to the discussions in various ses- 
sions of the conference. 





CALLS OFF CLUB TRIP 





Missouri State Life Will Compensate 
Qualified Members on Basis of $1 
per Thousand. 





After receiving expressions of opinion 
from leading fieldmen of the Company, 
the Missouri State Life of St. Louis 
have decided to abandon the seven 
days’ cruise of the Great Lakes offered 
to the qualified members of the $100,- 
000 Club, 

In lieu of this trip the officials of 
the Missouri State have advised their 
fieldmen that they will be compensated 
on a basis of $1.00 per thousand on the 
total amount of paid for business pro- 
duced by him during the 1917-1918 Club 
Year. 

INDUSTRIALS GO FISHING 


The Long Island staff of The Pruden- 
tial went fishing recently. Capt. Sing- 
raf of the Lillian M. steered the party 
out off Fire Island Inlet. They put in 
the day hooking flukes. Those who 
made up the jolly party were J. F. 
Cousland, Edward Aberle and George 
Gleste of Lindenhurst; John Hodnett 
of Bay Shore; Howard Reeves of Patch- 
ogue; R. Thompson of Babylon; L. 
Marchent of Patchogue, and Jesse 
Jones of Farmingdale. 


Provisions of 
Mitchel Policies 


NAMED THREE BENEFICIARIES 


Widow Receives Income of $400 Per 
Month for Life—His 
Mother $200 


The following statement of the pro- 
visions of the life insurance policies 
of Major John Purroy Mitchel, former 
mayor of New York City, was received 


by The Eastern Underwriter on Wed- 
nesday from George W. Johnston, of 
the Johnston & Collins Co., general 


agency of the Travelers: 

The statements in the press concern- 
ing Ex-Mayor Mitchel’s life insurance 
have been so variously and incorrectly 
stated that it may be of public interest 
to know the real facts about it. If the 
insurance issued by the Travelers In- 
surance Company did no more than as 
generally described, it would cause a 
reflection upon the intelligence and un- 
usual business sense of the Ex-Mayor, 
and it is in justice to his memory and 
as evidence of his keen foresight that 
the following explanation is made. 

While still Mayor he decided to se- 
cure an absolute protection for three 
beneficiaries—-his wife, his mother and 
his aunt. As a lawyer he was aware 
of the dangers attending the payment 
of large sums of money to women, and 
he believed that an income for life was 
the only sound and permanent protec- 
tion. He therefore provided as follows: 

240 Payments To Be Made 

For his wife an income of $400 a 
month as long as she should live, no 
matter how long. If she should die 
within twenty years after his death 
there is no forfeiture, but the incomes 
would continue to be paid to the 
widow's estate until at least 240 pay- 
ments had been made, or a total mini- 
mum amount of $96,000. In this way 





Prudential 


Group 
Policies Sell 


STRENGTH OF 


GIBRALTAR 





FORREST F. DRYDEN, President 








Because of absolute protection, low 
premiums, annual dividends, grace 
period, disability provisions, termina- 
tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 


Send for Particulars of Policy 


PRUDENTIAL 


INSURANCE CO. OF AMERICA 


ncorporated Under the Laws of the State of New Jersey 





THE 


Home Office: NEWARK, N. J. 














he protected the whole lifetime of his 
widow and left a reversion to her estate. 

Another policy provides for an in- 
come to his mother of $200 a month as 
long as she lives, but in no event less 
than twenty years. If the mother dies 
within twenty years after his death 
then for the balance of the twenty 
years the income of $200 a month is 
paid to her sister, his aunt. If both 
mother and aunt die within twenty 
years the remaining incomes are paid 
to the widow until at least 240 pay- 
ments are made, a total of $48,000. 

It was considered sufficient that the 
income to the aunt would last for 
twenty years, since on account of her 
age it was not likely that she would 
live more than twenty years. 

It may also be of interest to know 
that while the official proofs of death 
were only finished yesterday, checks 
for the first incomes have already been 
paid to the respective beneficiaries. 

The accuracy of this statement may 
be relied upon because the insurance 
was negotiated by Wm. R. Collins, vice- 
president of the Johnston & Collins 
Co., general agents of the life depart- 
ment of the Travelers Insurance Com- 
pany, of Hartford, Conn., in New York 
City. 





GREAT JUNE DRIVE 


New England Mutual Went “Over The 
Top” With More Than $7,500,000 
Production 


June is always a great month with 
the general agents of the New England 
Mutual Life. This year it was the best 
ever. In advising his fellow producers of 
the results of the Policyholders’ Month 
Campaign, Director General of the cam- 
paign, Wilson Williams, president of 
the General Agents’ Association of the 
New England Mutual Life said: 

‘*The great June Drive’ resulted in 
seven and one half millions  paid-for 
new insurance. There is glory in this 
achievement for us all. We had set our 
hearts on seven millions, planned to get 
it and determined to be satisfied with 
nothing less. 

“The zeal and distinguished service of 
the New England Mutual's entire 
agency force during ‘Policyholders’ 
Month 1918’ will long be remembered 
to their praise. They combined with 
their recognized loyalty a _ vigorous 
demonstration of capacity for doing big 
things.” 


SEA-PLANE ACCIDENT CLAIM 


The Bankers Life of Des Moines re- 
cently paid its first death loss as a 
result of a sea-plane accident when it 
mailed a draft for $5,000 to the bene 
ficiary of Byrl E. Sylvester, of Plain- 
field, Minn., who died on June 19, 1918 
in a sea-plane accident at the U. §S 
naval air station at Pensacola, Fla 
The young man was twenty-six years 
old and had carried his insurance al- 
most exactly six years. He had seen 
service and had been wounded on the 
battle front in France before entering 
the naval aviation work of this coun- 
try 

PAYS TO ADVERTISE 

Ask H. K. Beegle of The Woods 
Agency of the Equitable Life at Pitts- 
burgh about it The Woods Agency 
set $4,000,000 in new insurance as its 
advancement for June. Buttons signify 
ing this were issued to all members 
of the agency At the close of business 
one afternoon Mr. Beegle transferred 


the lapel of his busi- 
golf clothes and while 
his button brought about 


from 
to hi 
course 


his button 
ness suit 
on the 


a conference regarding a $100,000 
policy. 

Don’t forget the railroad men as 
prospects. They are making more 


money now than they ever have, 
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Paul S. Burns 
On Twisting 


CITES RECENT BOSTON CASE 





President of Boston Life Underwriters’ 
Association Gives Views to 
Daily Paper 

Paul S. Burns, manager in Boston of 
the Mutual Life and president of the 
Boston Life Underwriters’ Association, 
is given as the authority for the fol- 
lowing arraignment of twisters which 
appeared in the “Boston Advertiser” on 
Monday: 

Mr. Burns told of a certain man in 
Boston who had $10,000 insurance 
on his life, who felt he had made com- 
fortable provision for his little family. 
He felt that nothing could induce: him 
to part with this policy. However, 
this man also owned a valuable busi- 
ness property upon which there was 
a mortgage of $1,500. 

The security for the debt was ample 
and there was no doubt that the loan 
could be continued indefinitely, but in 
an evil day a life insurance “twister” 
called his attention to the fact that he 
was, nevertheless, still in debt and that 
he was uselessly squandering $75 of 
good money each year in the way of 
interest. “Why not cut out the debt 
and cease paying interest?” 

Looked Simple 

It was “very simple.” He had car- 
ried his life insurance ten years and 
he could now surrender his policy for 
$1,518. With this cash he could cance! 
the debt on his property, while at the 
same time he could take out a new 
policy for $10,000 in the twister’s com- 
pany. Thus his property would be free 
from incumbrance and he would have 
the same amount of protection as _ be- 
fore. 

The proposition looked very attrac- 
tive, but the insured wisely took the 
precaution first to consult the repre- 
sentative of the company which had 
issued his existing policy. He then 
found that, as he was now ten years 
older than when he first insured, he 
would have to pay a premium of $411 
on his new policy, instead of the old 
premium of $290. He might get a 
lower premium somewhere, but divi- 
dends would also be smaller or none 
at all, while, in any event, the dividend 
on a policy ten years old would be 
relatively much larger than on a new 
policy. 

By the proposed deal he would be 
saving $75 interest, but would be pay- 
ing $121 more in the way of premium 

a net loss of $46 yearly, not taking 
into account the relatively smaller divi- 
dends on any new policy. Besides, his 
old policy, having gone through the 
probationary period, was now absolute- 
ly incontestable and free from all re- 
strictions, while any new insurance that 
he might secure would be subject to 
sundry restrictions and conditions for 
one or two years at least. 

Benefits Twister Only 

The twister’s proposition was clearly 
unfair and for the benefit of the twister 
only, enabling him to make a commis- 
sion. It was not to the advantage of 
the insured in any respect. This would 
have been equally the case had his 
debt of $1,500 been a loan on his policy 
instead of on a piece of real estate. 





SHOULD REDUCE DIVIDENDS 


New York Department So Advises Fol- 
lowing Examination of Security 
Mutual Life 
Examiners of the New York Depart- 
ment have completed the triennial ex- 
amination of the Security Mutual Life 
of Binghamton, as of December 31, 1917. 
The conclusions of the examiners are 

set forth as follows: 
The financial statement submitted as 
part of this report shows the surplus 





of the company to be $139,305.22. The 
schedule accompanying same shows a 
decrease ‘in surplus during 1917 of 
$73,633.54. The new paid for insurance 
put on the books for the year ending 
December 31, 1915, was $7,464,797; for 
the year ending December 31, 1916, it 
was $9,477,043, and for the year ending 
December 31, 1917, it was $8,644,622. 
While there was a smaller amount of 
new business put on the books in 1917 
than in 1916, it was better and higher 
premium business, there being over 
$600,000 less term insurance in 1917 
than in 1916. 

The company should take measures 
to curtail its expenses and keep same 
within the loadings. The dividends to 
policyholders are too high and the 
company should reduce them at least 
during the period of the war. 

The home office organization of the 
company should be systematized, so 
that the present lack of co-ordination 
between the departments may be over 
come, thereby eliminating duplication. 
There is no criticism intended of any 
one department, but the lack of system 
in the company as a whole seems im 
portant enough to be taken up by a 
committee of the board of directors. 


MAJOR HOWARD WOUNDED 


Word Received by Wife of Secretary 
of The Travelers from 
Battle Front 

Word has been received from. the 
battle lines in France by Mrs. Howard, 
wife of Major James L. Howard, sec 
retary of The Travelers Insurance 
Co., to the effect that the Major has 
been wounded in action. The advices 
state that the wound is only slight. 

Major Howard was in active com 
mand of Hartford’s 101st Machine Gun 
Battalion. He has had a long military 
career. He first enlisted when 20 years 
old, in Battery A, Connecticut Volun- 
teer Artillery, for its short period in 
the field in 1898. He was commissioned 
first lieutenant in the First Infantry, 
Cc. N. G., April 6, 1903, and became 
captain and adjutant on October 29, 
of the same year. When Troop B, Con- 
necticut Cavalry, was formed, in 1911, 
he was elected its captain; and he was 
assigned to permanent command = of 
the unit April 17. He was commis- 
sioned major on October 29, 1915, and 
was transferred to the reserve with 
rank of major on November 2, 1915. 

Mustered into the Federal service 
on September 4, 1916, he went to the 
Mexican border, and was made brigade 
adjutant of the Fifth Separate Brigade 
with station at Nogales. 

When the First Separate Squadron, 
Connecticut Cavalry, N. G., was formed, 
in May, 1917, and sent abroad, he was 
put in command and in the autumn of 
1917 the unit was” transformed into 
machine gunners. 


YELLOW OR BLUE—WHICH? 

The Illinois Life has installed in the 
lobby of the Home Office Agency De- 
partment a card-rack in which appear 
alphabetically the names of all active 
agents of the Company. For each name 
two cards have been written, one yellow 
and the other blue. 

The yellow card means that the man 
whose name appears thereon has not 
written any business within the cur- 
rent month. The blue card means that 
he has written at least one application. 
The cards do not show the amount of 
business written by any man, but 
merely indicate whether he is or is not 
a producer for the month. 


NEW WORLD LIFE 

The June business of the New World 
Life of Spokane, Wash., amounted to 
$423,000 against $344,500 for June 1917. 


DR. FLORENCE WITH ATLAS 


Former Medical Director of Great 
Southern Life Joins Tulsa 
Company 
At the recent election of officers of 
the Atlas Life Ins. Co. of Tulsa, Okla. 
Dr. J. H. Florence of Dallas, Texas, 
was chosen director and vice-president. 
Dr. Florence recently resigned = as 
medical director of the Great Southern 
Life Insurance Co., which Company he 
was with since its organization in 1909. 
Previous to this time he was. city 
health officer in Dallas and at present 
is one of a board of five members, 
who constitute a board of managers 
of the medical section of the American 
Life Convention, which handles the 
medical business of the 109 life insur 
ance companies, members of this as 

sociation, 


Make a study of corpora- 
Insure tions. Because a corpora- 
Creative tion is wealthy and doing 
Brains a large business doesn’t 
necessarily mean that you 
will find good cases for insurance there. 
How rapidly is it growing? Is its pol- 
icy aggressive? Is it merely supplying 
a demand or with a long look forward 
is it creating a demand for the future? 
If it is a manufacturing concern is it 
keenly studying new processes £0 as to 
be ahead of its competitors in gaining 
the advantages to be derived there- 
from? If it is a bank, is it making new 
friends every day and showing a large 
increase in deposits? Wherever you 
find growth you will find back of this 
growth human brains are responsible 
for it, and wherever you find this kind 
of brains you have got something to 
insure and your argument will have the 
maximum weight. Conservative brains 
are much easier to replace than creat- 
ive brains Concentrate your’ effort 
upon the brains that create.—‘Provi- 
dent Notes.” 





Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 




















A Real 
District 
Manager 


is wanted for one of 
the best territories in 
the most prosperous 
section of the nation. 
This is a real oppor- 
tunity for a first class 
man. 


Write 


Bankers Life 
Company 


DES MOINES 











NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-EIGHT YEARS 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 
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Insurance to 














Cover Inheritance Taxes 
is opening new fields to Provident Agents 


Men are insuring not only to protect their families and to 
protect their business but also to protect their estates. 


Write for Information 


ITHE PROVIDENT 


Life and Trust Company of Philadelphia, Pa. 


Founded 1865 
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THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 








INSURANCE COM 
OF BOSTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 














A. T. Maclean On 
Disability Clause 


GIVES INSTANCES OF WORKINGS 





Massachusetts Mutual’s Clause De- 


scribed in Detail by Company’s 
Assistant Actuary 


Alexander T. Maclean, assistant act- 
uary of the Massachusetts Mutual Life, 
is the author of the following descrip- 
tion of the Company’s new disability 
clause which appears in the current 
issue of the Company’s publication, the 
“Radiator”: 

As our representatives are aware, we 
have recently added to our contracts 
what we believe to be complete pro- 
tection against the permanent and total 
disability of the insured. It is perhaps 
well that we should emphaize at this 
time that the adoption of such a clause 
does not in any way imply our desire 
or intention to engage in any other 
than the business of life insurance. 
These provisions which we added are 
in the nature of guarantees to benefi- 
ciaries that protection to them once 
taken shall surely be enjoyed. 

Sum Insured Essential Benefit 


We have continually tried to keep 
before our representatives the funda- 
mental principle of the life insurance 
contract—the payment of the sum in- 
sured. That is the first purpose of the 
policy. A man may take one contract 
instead of another because some parti- 
cular subsidiary benefit appeals to him, 
but these special features have their 
appeal only because the fundamental 
benefit is provided. Just imagine even 
the impractical supposition that the 
payment of the sum insured were with- 
drawn from our policy contract. In 
the broad sense, nothing that remains 
would be worth paying for, and this 
but serves to illustrate once more what 
is and always will be the real big sell- 
ing point of any life insurance contract. 
It is because we guarantee the payment 
of that sum insured at any time, no 
matter when death may occur. It is 
this condition that differentiates the 


life insurance contract from 
other commercial document. 
Causes of Lapse 

After a life insurance contract has 
been put into operation and the first 
premium paid, the Company is bound 
for all time to continue that policy as 
long as premiums are paid within the 
stated time. The insured, on the other 
hand, has entire freedom in the matter. 
He may pay or refrain from paying the 
premiums, as he sees fit, so that the 
contract from this point of view is an 
entirely one-sided affair for the benefit 
of the policyholder. It may be _ pre- 
sumed that everyone who takes a policy 
intends to keep it in force. It would 
be an exceedingly unbusiness-like pro 
ceeding if this were not so. There 
are many circumstances, however, be- 
yond the control of the policyholder 
which may cause him to lose his ability 
to pay his premium. Among the more 
important of these are the possibilities 
of financial reverses and the possibility 
of physical incapacity, in both of which 
circumstances the earning power of the 
individual is either substantially re- 
duced or altogether destroyed. 


every 


Financial Reverses 


There is unfortunately no practical 
method of protecting the insured against 
financial reverses. The Company does 
the best it can for such a man by 
means of the cash and other surrender 
values available, but in these circum- 
stances it can go no further. It might 
be that the possibilities of financial 
reverse are capable of measurement, 
but it is unnecessary to point out that 
even if this were so, other practical 
conditions would militate against any 
possible protection by the Company. 


Sickness and Accident 


The other element of danger is the 
possibility of the insured becoming in- 
capacitated, and it is to guard against 
this element that our latest clause was 
introduced. The fundamental object of 
the clause is to keep the policy in force, 
to insure to the beneficiary that al- 
though the father of the family lose 
his capacity for work, the benefits of 
the insurance protection which his fore- 
sight had obtained shall not be lost. 

This protection cannot be obtained 
outside of a life insurance policy. The 


only policies that would in any way 
meet the case are issued by the acci- 
dent companies. These policies are, 
however, cancellable at the option of 
the company, and, further, as far as 
we are aware, there is no policy which 
provides for an annuity corresponding 
to our annuity payments, payable only 
on permanent total disability and with- 
out the necessity of paying for any ex- 
tra accident and other benefits. There 
are of course several accident policies 
which include a life annuity on perma- 
nent and total disability, but these con 
tracts have many other benefits at- 
tached thereto which it is necessary to 
buy in order to obtain the particular 
benefit desired. The difference between 
the practice of the accident company 
and that of the life insurance company 
further emphasizes the fact that this 
is not in its essence accident insurance. 
The whole spirit of the benefit is that 
of an additional non-forfeiture option. 
When the policyholder, through any 
accident, sickness, or disease that ren- 
ders him permanently disabled, can no 
longer pay his premium, the Company 


takes that burden upon itself and in 
order that he may live without the 
necessity of surrendering his life in- 


surance contract, an annuity is paid to 


him as long as he may live and con- 
tinue to be disabled. 
Insufficient Insurance 
The new disability clause casts an 


interesting sidelight and offers a further 
opportunity of pointing out the inade- 
quacy of the amount of insurance car- 
ried by the average man. In some in- 
stances a policyholder, on having ex- 
plained to him the benefits of the pro- 


vision, may say, “But I could not live 
on 10 per cent. of the sum insured 
under my policy.” The answer obvi- 


ously must be, “Then you simply have 
not got enough insurance, because if 
you cannot live on 10 per cent. of your 
sum insured, how can you expect your 
family to live on 4 per cent. or 5 per 
cent. of the sum insured, which is all 
they could obtain with safety when the 
policy becomes a claim and the pro- 
ceeds are invested.” 

The “one-idea” nature of the disa- 
bility benefit may further be empha- 
sized as we appreciate the significance 
of what has already been said. The 





benefit is in the policy for one thing 
and for one thing alone. It does not 
give any increased cash surrender value 
to the policy, it does not give any addi- 
tional dividends, the charge made for 
this benefit is as low as is consistently 
safe, and if there should be any profits 
from the operation of the clause, they 
will go into the general surplus of the 
Company and inure to the benefit of 
all policyholders. 


Secures all Policy Benefits 


After a policyholder has become dis- 
abled his policy is available to him in 
full, without any loss of value, divi- 
dend option, loan, or any other benefit 
which he could obtain were he to con- 
tinue paying the premiums. He may 
leave his dividends to accumulate and 
mature his policy as an endowment, 
although as he is in receipt of a life 
income, it would not in most cases be 
to his advantage to mature the contract 
and lose the income. He may apply 
his dividends to purchase additional 
insurance, or he may draw his divi- 
dends each year in cash, thus provid- 
ing additional income. The important 
point is that the policy is, as far as 
he is concerned, in full force and effect, 
with all its benefits, provisions, and 
options operating to the benefit of the 
insured, and that although he can no 
longer pay his premiums and is in fact 
actually in receipt of an income from 
the Company. 


Policy Paid-Up by Accumulations 


In the case of policies with the dis- 
ability waiver and annuity, accumulated 
dividends may, of course, be applied to 
make the contract paid up in full. The 
amount required will be such a sum as 
will include the reserve on the dis- 
ability annuity benefit. A slightly long- 
er accumulation period, but never more 
than an additional year than would be 
necessary under a policy without the 
disability benefit, will be required in a 
very few cases. By making this change 
the insured, of course, discontinues the 
waiver of premium benefit, but if he 
should subsequently become disabled 
prior to age 60 and before the maturity 
of the contract, the life income will be 
paid to him, a provision which makes 
the dividend accumulation plan just so 
much more attractive. 
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Service—First, Last, and Always 


The agent who is selling insurance in a company which 
been rendering unexcelled service, does not 
will find enthusiastic friends ready to bear witness that there is no better company 
in the land than the old Massachusetts Mutual. 
the past and the low net cost of the perfect 
bination that assures success to any real worker in the field. 


Occasionally we have a General Agency opening 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 





for sixty-seven years has 


work alone. Wherever he may be, he 


Our enviable record for service in 
protection we furnish, make a com- 








34 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 











i} The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, 


Mass. 
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TA 
; HARTFORD NOTES 
PAN NUNN 
Colonel Charles W. the 
Phoenix Mutual Life had a busy week 
at Niantic, 
selected list of officers and a few se 
lectives of the Connecticut State Guard, 
200 in all, for camp training. Among 
the insurance men in the camps were 
Captain R. W. DeLamater, accident 
underwriter of the Aetna Life, who has 
been appointed a regular camp instruc- 
tor; Captain Jacob H. Green, assistant 
secretary of the Connecticut Mutual; 
Corporal E. Sidney Berry, counsel of 


Burpee of 


Conn., where he took a 


the Hartford Steam Boiler; Sergeant 
M. C. Terrill, agency secretary of the 


Phoenix Mutual; Second Lieut. Arthur 
P. Woodward, secretary of the accident 
department of the Connecticut General: 
Captain Oliver R. Beckwith, counsel of 
the Aetna Life; Sergeant Harold KE 
Burdette, assistant secretary of the 
Orient Fire; Ist Lieutenant Edwin In 
graham of the Hartford Life; Corporal 
S. Royce Braman of the auditors de 
partment of the Attna Life; Captain 
James Lee Loomis, assistant secretary 
of the Connecticut Mutual; Captain 
James L. Noble of the experience de 


partment of the Aetna Life, and Cor 
poral Alfred Dixon of the Aétna Fire 
Charles E. Chase, chairman of the 


formerly presi 
dent of the Hartford Fire, and Mrs 
Chase, are spending the summer at 
their home at Hyannis, Mass. 

Ralph R. Wolfe, formerly in the pub 
licity department of the Attna Life, 
has enlisted for overseas service as 
secretary in the Y. M. C. A. and ex 
pects to sail for France soon 

Actuary John M. Laird of the Con 
necticut General, and Mrs. Laird and 
son, are spending several weeks at 
Bastern Point on Long Island Sound 
formerly a claim 


board of directors and 


James E. Rhodes, 
examiner for the Travelers, who left 
Hartford to do Y. M. C. A. work in 
France, has been appointed by the Com 
pany as its agent in France on group 
health and accident policies on all Red 
Cross workers Mr. Rhodes is now a 
Red Cross volunteer worker stationed 
at the Red Cross headquarters in Paris 
Mr. Rhodes is a vice-president of the 
Insurance Institute of Hartford and has 
been greatly interested in insurance 
education in this country, He is the 
author of “Workmen's Compensation”, 
a non-technical publication printed last 
year by the MacMillan Company of 
New York. 

Charles O. Winter of the A*ctna Life 
Insurance Company, for 40 years an em- 


ployee of that Company, is spending 
his vacation at Branford, Conn. Mr. 
Winter has the record of not thus far 


missing a day during his employment 
with the 4®%tna Life. He is one of the 
leading bowlers of New England. 

President Harry A. Smith of the 
National Fire, and Mrs. Smith and fam- 
ily, are occupying their summer home 
at Bastern Point, Long Island Sound, 
Conn, 

Secretary Edgar J. Sloan of the Attna 
Fire, and Mrs. Sloan and family, are at 
New London, N. H. 

President Robert W. 
the Connecticut General Life, and Mrs. 
Huntington and family, are spending 
the season at New London. 

Superintendent of the Special Risk 
Department, Frederick C. Moore, of the 
Hartford Fire, and Mrs. Moore and their 
daughter Miss Ruth Moore, are spend- 
ing several weeks at Jaffrey, N. H. 


Huntington of 


Edward Guinan, of the group division 


ef the Travelers, has enlisted in the 
Quartermaster Corps of the Army and 
left Hartford last Monday for Camp 


Meigs, Washington, D. C. He was cap- 
twin of the Travelers Tennis team of 


the Insurance Tennis League. 
Lieut. Geo. W. Cheney, formerly with 
the new business department of the 


War Bureau 
Branching Out 


OFFICE AT GOVERNORS ISLAND 


Receives More 
Day 


Than 15,000 Letters a 
Regarding Payments of 
Soldiers’ Allowances 


A branch of the War Risk Insurance 
Bureau has been established at Govern- 
ors Island and dependents of soldiers 
York, New 


Mary- 


living in the states of New 


Jersey, Pennsylvania, Delaware, 


land and Virginia are requested by the 
Government to take up their business 
with this office. 


The detail accumulating at the head 


quarters of the Bureau has assumed 
stupendous proportions. More than 15, 
000 letters are received daily and 23,- 
H00 pieces of mail were received in 


one day last week. 
Have School for Instruction 


The Uaited pStales bureau of kt 
ficiency has estabiished sciuvols’ for 
the training of award workers and ie@Llei 
Wrilers ll Lhe Lechhique OL Luc War risk 
insurance law and at tie preseat Lime 
more than lbs employees of the depart 


ment, principally wollen, are enrolied 
lor Luc LWO weeks’ Course ol instruction. 

Letters are received in every con 
ceivable language and every com 
munication presents an intricate prob- 
lem in allotments and = allowances, 
compensation or insurance, or perhaps 
all three. A special effort is being made 
by the bureau to cause all correspon 
dents to furnish complete data abou 

very specific case. 

Approximately 11,000 statements as to 
allotments and allowances of soldiers 
and sailors are received by the bureau 
daily and something in the neighbor 
hood of 125,000 changes in the status 
of men in the military or naval service 
are reported to the bureau each month. 
There are more than 6,000 employees 
working in day and night shifts to take 
care of the work of the bureau and this 
force is being added to constantly. More 
than 8,300,000 government checks have 
been sent out to dependents of soldiers 
and sailors aggregating $101,000,009, 


TAX LEVIES MADE 


Qver Half Million Dollars to ,,Be 
Paid by Hartford Com- 


panies 
Stock insurance companies in Hart- 
ford have been notified of the amount 
ol franchise tax levied under the law 
The tax is half of 1 per cent. on the 
market value of the capital stock as 
determined by the Board of Equaliza- 


tion and amounts to $695,130.28. The 
tax imposed last year due to higher 
valuation of stock and deductions was 


somewhat larger and amounted to 
$817,621.33. In the levy of the tax the 
corporations receive a deduction of the 
amount invested in bonds issued by 
the State and the market value of evi 
dences of indebtedness issued after 
April 1, 1917, by the United States 
Government or municipalities of this 


State. 
The levies are as follows: 

Actna Casualty & Surety .....$ 39,944 
Aetna. INSUTANCE .a‘,. -scctvnes 86,717 
PE ERO. calidad aca tins ci G ae 142,510 
Automobile Insurance. .o.e.... 9,400 
Connecticut Fire ... ev ctess 12.050 
Connecticut General Life ..... 11,462 
Hartford Ace. & Indemnity .. 4,975 
Hartford “Fire 3.6.0 csee. of5588 60,868 
Phoenix Mutual Life. who has been,in 
France with the 101lst Machine Gun 


Battalion has returned to this country 


on a furlough. 





THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambhitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 

















ED dhtstivenenenads eccece ee cccccccccccccce 
LASDUIUICD cvcccccece 

Capital and Surplus 

Insurance in Force. eoes 





Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST~ STRONGEST, Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1917: 


écéppmneeveteaecebianend 1,500,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 





$ 16,560,439.04 
14,343,626.28 
2,216,812.76 
131,790,562.00 
19,612,616.08 




















J. L. BABLER, Vice-President 
and General Manager Agencies 


INTERNATIONAL LIFE of s+. ovis. 
SMASHED ALL RECORDS IN’ 1917 
It was the Special Combination and New T. O. Policies that did the work. 


If you are not selling them we are both losing money. 





MASSEY WILSON, President 
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Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 
By the State of Texas, June 28, 1915 

“*It is noteworthy that this Company was organized without any promotion expenses.”’ 

**I beg to report further that I find the Company in excellent financial condition.” 


aed . . ae . . é ; 
““The volume of its business has steadily increased, its surplus is growing rapidly ana 
its funds are being carefully conserved under expert supervision. ’”’ 


Home Office, DALLAS, TEXAS 














PUMPETOPE EATO io ikc ce cceschseee 287 
Hartford Steam Boiler ....... 35,250 
pT i 30,937 
Orient TBSUPANCe .cccccvivces 9,288 
Phoenix Insurance ......c.e0.% 51,800 
je. a re er 3,000 
Travelers Indemnity .......... 8,450 
Travelers Insurance .......... 177,001 
SOcurity MSUPANCE ...665 cence 6,940 

The annual convention of the $100,- 
000°Club of the New York Life will be 


held in” 
28.29." 


Saratoga Springs on August 


NORTHERN ASSURANCE FIGURES 

President Clarence L. Ayres of the 
Northern Assurance Company of Michi- 
gun announces that the paid fo- 
business in force of that Company on 


July 1, was $16,055,477.87; the net ad- 
mitted assets were $1,550,631... 
the net legal reserves amounted to 


$1,389,796.94. 


In “The Dotted 


Demand For Line” is suggested 
Monthly Income’ the tremendous in- 
Feature crease in the de 
sdJpand for monthly 

income insurance, after the war. The 
great advantage of such insurance is 
roing to be recognized more widely, 


and those salesmen who begin to think 
along monthly income policy lines now 
and to work them .will be in line for 
the harvest that is sure to follow. 
There is bound to, be a tremendous ad- 
vertising value in the monthly checks 
that. come from the government to the 
beneficiaries of soldiers, that will be an 
everyday reminder of the various 
tradesmen and banks into whoge hands 
such. checks will fall, and’ life mén wil! 
do well to get their lines laid for 
specializing in that kind of insurance. 
. 





GREATEST 


ILLINOIS 
COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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Cleveland Life 
Producers’ Rally 





STANDARD CLUB IS FORMED 





S. J. Payne is President and W. A. 
Erickson Vice-President of 
Organization 





Cleveland, Ohio, July 17, 1918.—The 
agents of the Cleveland Life who quali- 
fied as charter members of the Stan- 
dard Club met at the Home Office of the 
Company in the Guardian Building, 
Cleveland, Tuesday morning, to partici- 
pate in a three-day business conven- 
tion. The session opened with a pa- 
triotic rally, Tuesday afternoon, on 
which occasion the principal speaker 
was Major A. P. Menzies, a Canadian 
war veteran of Vimy Ridge. At this 
meeting, President Hunt discussed with 
the field force the details of the recent 
merger of the Intermediate Life with 
the Cleveland Life. 

On Tuesday evening, the delegates 
left for Buffalo, spending Wednesday 
at Niagara Falls and on the evening 
of that day, a business dinner was held 
at the Hotel Statler. The party re- 
turned to Cleveland Wednesday even- 
ing by boat, arriving the following 
morning and an all-morning business 
session was then instituted. 


Club Officers 


The president of the Standard Club is 
S. J. Payne of West Virginia, the vice- 
president, W. A. Erickson of Ohio. The 
president of the club qualified on the 
basis of personal paid-for business; the 
vice-president on the number of paid- 
for applications. At the meeting Thurs- 
day morning, in addition to both 
Messrs. Payne and Erickson, other 
speakers were heard including remarks 
made by President Hunt and H. S. Sut- 
phen, vice-president and manager of 
agencies. 

The convention proved the wisdom 
of bringing together the Company’s best 
producers. The exchange of new 
thoughts and ideas was interesting and 
as a result of the convention, the 
agency force present returned to their 
respective fields keyed up to a higher 
realization of their profession. 





INSURANCE AND FARMERS 

T. P. Rogers, one of the Iowa general 
agents for the Bankers Life of Des 
Moines, spent the month of June at 
Grundy Center, Iowa, and produced 
$118,500 of business during his sojourn 
in that place. All of the applicants 
except one were farmers, and every 
farmer applicant owned not less than 
160 acres of land. Mr. Rogers was 
leader of the Bankers Life field force 
for the month of June. 


FIDELITY MUTUAL LEADERS 
Luncheon Given in Philadelphia on 
Tuesday in Honor of New Officers 
of Club 





The members of the Fidelity Mutual 
Life’s Leaders’ Club gave a luncheon 
in Philadelphia at the Hotel Adelphia 
on Tuesday in honor of the new offi- 
cers of the Club. Frank H. Sykes, as- 
sistant secretary of the Company was 
the toastmaster and the speakers in- 
cluded: Walter L. Talbot, president 
of the Company; J. D. Mahoney, of 
Philadelphia; Frederick A. Wallis, gen- 
eral agent in New York; Harry B. 
Rosen, of New York; B. W. Logan, of 
New York, and Frank D. Buser, of 
Philadelphia. 

Mr. Rosen presented to Clayton M. 
Hunsicker, president of the Fidelity 
Leaders’ Club, the watch he had of- 
fered to the best producer of the Com- 
pany and Mr. Logan presented to 
Frank H. Case, treasurer of the Club, 
the Heron Trophy, which is awarded 
each year to the man showing the 
largest percentage of increase. 


RICHARD FONDILLER PROMOTED 

Richard Fondiller, who has been con- 
nected with the New York State Indus- 
trial Commission since its organization, 
has been appointed the assistant actu- 
ary of the commission. He is a Fellow 


of the American Institute of Actuaries, 
and also of the Casualty Actuarial & 
Statistical Society. He has been the 
editor of “The Proceedings,” of the lat- 
ter society for the last three years, 
and is a graduate of the College of the 
City of New York and of Columbia 
University. 


Congress Petitioned 
to Change Law 
(Continued from page 2) 


been under contract continuously for 
thirty one years, told how he sold one 
man a total of $165,000 when he used 
a heatless Monday to good advantage 
by making a luncheon engagement. 

H. G, Fricke, Omaha, said he never 
made it a practice to talk insurance to 
prospects until he informed himself 
about the man, his family, income and 
ability to absorb insurance. “Then,” 
he said, succinctly, “I can fit him like 
a_ tailor.” 

EK. J. Kohn, Chicago, told how he 
keeps out of congested districts and 
works sections where prospects have 
more time to consider propositions. 

D. N. Cameron, Oshkosh, Wis., told 
how he has sold intimate friends and 
been thanked instead of being regarded 
as taking advantage of friendship. 

W. L. Shearer, Monticello, Ky., said 
he has no set rule or formula, but ex- 
pressed thought that an agent who is 
not mentally equipped to adapt himself 
to peculiar circumstances of each 



























UNDERWRITER 7 
CO-OPERATION No. 13 
Our effective plans of 
co-operation with new 
representatives (1) attract 
the best type of men to 
the business and (2) enable 
them to secure a substan- | 
tial production during | 
their training period. 
A group of thirty new 
representatives who con-' 
tracted with us in 1916 
or early in 1917 reported 
$111,671.06 in new pre- 
miums during 1917. 
Phoenix Mutual Life Insurance Company 
of Hartford, Conn. 
JOHN M. HOLCOMBE, President 
prospect will never make a success of 
business. 
Dr. Charles E. Albright, Milwaukee, Just say: 
the Northwestern’s heaviest producer, 
advanced as one of his successful “Insurance 
business building ideas .that an agent ” 
should never write a man for a policy Man ees 
or amount that he himself would not 
recommend or urge if he were in the the open sesame 
prospect’s place. = .. |RSS to every courtesy 
Assistant Superintendent of Agencies within our power. 
M. H. O. Williams closed the meeting 


with cheery message to agents for com- 
ing year. He said entire structure of 
Company’s business and the welfare 
and progress of its agents depended 
upon co-operation, a quality which has 
stood out perhaps more prominently in 
Northwestern field force than in that 
of any other life insurance company. 
Convention was unquestionably the 
most hopeful and inspiring yet held 
and hard work and more hard work in 
face of seemingly insurmountable ob- 
stacles, would enable the agents to 
make the coming year memorable. 














Room with 


and $2.00 


and $3.00 


de- 


tached bath $1.50 


Private bath $2.50 


BREVOORT Hotel 


Insurance Headquarters 


MADISON ST.—East of LaSalle 


CHICAGO 


LAURENCE R. ADAMS, Sec'y & Mer. 








Established 
186 

















and their beneficiaries, 
Great Policyholders’ Company. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Allan Waters, Second Vice-President 





THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 
Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 


Jesse R. Clark, President. 





resources, and 


Agency Force are: 


favorable mortality, and economy of management. 


of Cincinnati, O. 


of the Company and the Institution he represents. The stronger the rear guard, the greater the 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural 
thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
meriting the appellation—the 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


— 











On getting at the real 

Value of a value of a business man 
Business in writing business in- 
Man surance “Provident 
Notes” says: <A _ promi- 


nent banker, James B. Moss, of Norfolk, 
Virginia, was illustrating his faith in 
business insurance by stating that he 
never gave his backing to a financial 
enterprise until he had satisfied himself 
that the lives upon which the success 
of the enterprise depended were ade- 
quately protected with life insurance. 
“If the death of a man is going to be 
to my financial detriment, I want to 
know that there will be money coming 
in from a life insurance company to 
make good the loss until I have had 
time to look afound for just the right 
man to take his place, and make the 
proposition successful again.” 

It seemed to this banker that one of 
the most valuable things which would 
come about from business insurance 
becoming universal was that it would 
lead to a much more accurate appraisal 
of the real value of each individual 
man to the business with which he was 
connected, He said it was surprising 
in many cases how hazy were the 
opinions of what a man’s actual value 
was to the particular business in which 
he was engaged. 

Just as the development of the “cost 
system” had made it feasible for a 
large concern to determine with ac- 
curacy from what department of the 
business the profits were actually de- 
rived, so in an analogous way it would 
become feasible to discover with some 
degree of accuracy the value of the 
men who were responsible for carrying 
on the business. 

It would no longer be a matter of 
guess work, but a firm or a corporation 
could be protected from loss while they 
were trying to replace a good man with 
another equally good, which was some- 
times a lengthy process. 

No agent who is writing business in- 
surance can afford to ignore this tip. 
If a firm is “thinking of business in- 
surance,” but is disposed to procras- 
tinate, you can get them very much 
interested in the idea of making for 
their own use an accurate appraisal of 
the value of each man to the firm, and 
an estimate of how much protection 
would be needed to cover the actual 
loss to the business during the interim 
which would inevitably elapse, before 
the man could be replaced. In _ this 
way you are getting the members of 
the firm to formulate their own argu- 
ment and to argue themselves to the 
dotted line. ‘ 


“ 


+ * 
To the caretaker and 
Great the business-builder of 
Clinchers a debit, the value of a 


paid claim in a neigh- 
borhood can scarcely be 

It silences argument, 
being, in fact, proof positive of the 
actual and incontrovertible worth and 
benefit of life insurance, says The Pru- 
dential Weekly Record. 

It knocks endwise every possible ob- 
jection of the objector. It does the 
same with the doubts of the doubter. 
It is a stentorian call upon the whole 
tribe of dilly-dallying Put-it-offs to stop 
delaying instanter and get into line 
with the millions who are already safe 
in the sheltering arms of the great 
system. 

Paid claims are great factors in car- 
ing for old and in securing new busi- 
ness. To put the whole case in a nut- 
shell—to condense and boil it down to 
the smallest and most easily grasped 
measure—that is exactly what paid 
claims are to the wide-awake agent. 


of Business 


overestimated. 


Claims paid are the concrete and 
beneficent results of life insurance. 
They speak with the soothing and 


solacing tongues of men and of angels 
in the 


in the day of desolation and 

hour of sorest sorrow and distress. 
And how sweetly, lovingly, practi- 

cally and eloquently they testify to 


the loving forethought, the wisdom, the 
prudence and the self-sacrifice of the 
dead while in the flesh, of the beloved 
ones who, by their nobleness of char- 
acter and act, made it possible that 
these claims should exist and become, 
as it were, angelic bearers of precious 
benefactions to bereaved ones. 

Paid claims are powerful clinchers of 
business in force and most effective 
preventives of lapses and arrears. At 
the same time, they are equally power- 
stimulants to the insured to listen at- 
tentively to the charm of the canvasser 
when he charms wisely. 

The agent who does not open wide 
his eyes and see clearly how great and 
valuable an asset to him in the further- 
ance of his business paid claims are, 
is very short-sighted and stands in his 


own light, to his own detriment and 
that of his business. 
* * * 
You can insure a good 
Don’t debt from becoming a 
Insure bad debt through the 
Bad Debts death of the debtor, but 


when the debt has al- 
ready become a bad debt, that’s another 


matter. What do we mean by a bad 
debt? A has loaned B $1,000. He has 
come to the conclusion that he has 


made a bad mistake. B has nothing to 
levy on and no purpose to repay the 
loan. A has been stung and B says he 
isn’t worrying about it; let A do the 
worrying. That undoubtedly would be 
classed as a bad debt and A would do 
well to charge it off to profit and loss. 
He has the undoubted legal right to in- 
sure B in his favor and pay the pre- 
miums on a policy and collect the 
amount of his debt plus premiums and 
interest at B’s death. From a common- 
sense point of view, however, this is not 
an insurance, but a gamble that B will 
die soon enough to let A out whole, 
with the risk that B may live so long 

















Metropolitan Life Insurance Company 
Home Office Building 





METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force... .$3,936,181,898 
It is greater than any other company 
in America in the number of its 
eee . -18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
Pane Ramee eae as . -$791,060,002 

It stood first in the world in gain 
in insurance in force in 1917 
Pere ee $453,749,902 

It stood first in the world in gain in 
income in 1917...... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 








that A will lose more than he gains by 
taking out the policy. 

Suppose B turns out to be long-lived 
and the transaction turns out unfavor- 
ably for A, you will find A going about 
denouncing insurance and all its works. 

This is the reason why it is worth 
while for the new agent to study out 
this matter for himself and know when 
it is inadvisable to attempt to insure a 


debt.—“Provident Notes.” 
a ee 
L. C. Miller, of Los Angeles, 
Writing writing in the Pacific Mu- 
Large tual News, gives his ideas 
Cases as to how large cases 
should be written. This is 


what he says: 

“Writing life insurance is somewhat 
like ocean fishing—we are liable to get 
what we go after. If we expect to 
catch small fish, we use small bait and 
tackle and stay near the shore where 
the water is shallow; but if we are 
after something worth while, we care- 
fully select our bait, closely examine 
our heavier tackle and go out into deep 
water, far from shore, where the larger 
fish are to be found. 








Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 


Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 











For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 





“Too many insurance writers try to 
catch big fish in shallow water. It 
can’t be done. If we ever expect to 
write large cases, we must solicit men 
of known financial ability to pay for 
whatever amount you may suggest. 
The field is full of men who would like 
to carry $50,000 and $100,000 insurance, 
but they are financially unable to do 
so. We can, therefore, conserve our 
energies by first learning something of 
our so-called prospect’s ability to pay 
for, as well as his need of the insur- 
ance we are desirous of selling him. 

“After securing all the advance in- 
formation at your disposal, approach 
your prospect with the following ‘don’ts’ 
in mind: 

“Don’t pretend that Mr. Cochran or 
Mr. Johnson sent you to see him—he 
may know they did not. 

“Don’t assume that you know all 
about the life insurance business—he 
may find out that you do not. 

“Don’t claim to represent the 
good company—there are others, 
he knows it. 

“Don’t insist on doing all the talking 

silence is sometimes golden. 

“Don’t fritter away his time in use- 
less conversation—value his time, if 
not your own. 

“Don’t invite competition—talk your 


only 
and 


own proposition. 

“Don’t cram him with statistics—he 
can’t digest them, and he is not. in- 
terested. 


“Don’t make yourself ill at ease ~you 
are a man the same as he is. 
“Don’t underestimate his 

ability—aim high. 

“Don’t use any camouflage—he may 
able to detect it. 

“Don’t ask if he is. ready to sign 
will surely say ‘No.’ 

“Don’t ever let him say ‘No’—some 
men pride themselves on making their 
first answer final. 

“My field experience has led me to 
believe that once you get the interview, 
it is easier to sell a large policy to a 
man who is able to pay for it than a 
small one to a man of ordinary ability. 
He will give you more intelligent and 
appreciative attention, and is not so 
inclined to waste your time on trivial 
details. 

“In conclusion, I would advise the 
average insurance writer, if he does 
not feel capable of going out into the 
deeper water for the ‘big fish,’ to stay 
close to shore and confine his efforts 
to ‘the smaller fry.’ There is more 
commission in the small ones you land 
than in the large ones who get away.” 


financial 


be 
-he 














July 19, 1918 


THE EASTERN 


UNDERWRITER 











Life Insurance 


STU eg 























In a plea to life policyholders not to 
sacrifice their insurance to invest in 
Liberty bonds. C. R. Ledbetter, writes 
in Leslie’s Weekly giving these views: 

“To surrender or borrow upon one’s 
life insurance policy for the purpose 
of obtaining funds to invest in Liberty 
bonds is, I believe, both economically 
unsound and contrary to the aims of 
the government. As a state manager, 
instances where this is being done have 
been brought to my personal attention, 
and if such cases reflect a general 
custom the results are going to be 
anything but wholesome. Indeed, I do 
not believe that I am violating any 
confidence when I say that, if practiced 
to any considerable extent, an impair- 
ment of the companies’ reserves is not 
beyond the realms of possibility. 

“The government’s purpose in endeav- 
oring to place Liberty bonds in the 
hands of as many individuals as pos 
sible is obvious: First, to inculcate a 
spirit of thrift in the American people 
and to educate them in the matter of 
government securities—thus to fulfil a 
sadly neglected factor in American com- 
mercialism. Second, to encourage the 
people to invest their incomes and 
savings; to coax hoardings from socks, 
tin cans and subterranean banks into 
the live channels of commerce and thus 
tc render active funds hitherto inactive. 
The idea is to distub as little as pos- 
sible regular commerce. In other words, 
the government does not ask that as- 
sets already created be converted or 
impaired to purchase bonds, but rather 
that the incomes from these sec urities 
be so invested—a constructive policy. 

“Now as to surrendering insurance 
policies, a concrete ex xample will serve 
tc point out the mistake of such a plan: 
A is forty-five years of age, and has 
an ordinary life policy for $2,000 pay- 
able to his estate or to his wife and 
children. The policy is ten years old 
and the cash value is $394. He sur- 
renders it, invests $350 in bonds and 
spends the balance. What is the result? 
He forfeits an insurance equity of 
$1,606 and thereby reduces his estate in 
that amount. Suppose A had carried 
cut the government’s purpose, and in- 
stead of impairing his policy he had 
borrowed the money from his bank with 
the bond as security and paid it out 
from his regular earnings or savings. 
His estate then would be worth $2,350, 
instead of only $350 as in the former 
case. And, too, he would be utilizing 
funds otherwise unproductive. The 
bond once paid out, the interest income 
would assist A materially in paying his 
future premiums. 

“Now let us analyze the other alter- 
native of borrowing on the policy in- 
stead of surrendering it. By this 
method A could, of course, preserve his 
equity by keeping the interest on the 
loan and the premium paid. So, while 
the loss would not be so appreciable, 
it is nevertheless apparent from the 
following that the loan and cash values 
are approximately the same: A _bor- 
rows $350 on his policy at 6 per cent. 
and purchases a Liberty bond for the 
same amount which nets him 4% per 
cent. His estate is the same in the end 
but the following figures will show the 
loss in the transaction: 


F 
Liberty Loan Bonds | 
5 
Interest on policy loan $350...... $21.00 
Average annual premium........ 58.66 
WD cdbetanedetwenmarwe 79.66 
Less interest on bond........... 14.88 
Net cost of $2,000 estate........ 64.78 
Deduct original average premium 
on $2,000 policy............... 58.66 
DON Siitnnsacdhneacwbacien aaacien $6. 12 


“The figures here used are based up- 
on the rates of one company, but since 
there is no material difference in the 
rates of standard companies, the com- 
parison can be generally adopted. 

“The government has long. since 
recognized life insurance as a_ potent 
factor in national economics, both as 
a splendid means of thrift and in reduc- 
ing governmental expense incident to 
pauperism. And _ this recognition has 
been only recently recognized through 
the passage of the soldiers’ and sailors’ 
insurance bill.” 


DROWN MAKES CHANGE 


Becomes Associate General Agent of 
National Life of Vermont in 
Washington 


Washington, D. C., July 17, 1918. 
After nearly ten years as general agent 
for the Massachusetts Mutual Life at 
Washington, D. C. Orville B. Drown 
has resigned to be relieved of the re- 
sponsibilities and details of a general 
agency so as to have more time for 
personal production. Mr. Drown wil: 
accept an appointment with the Na- 
tional Life of Vermont and will be 
associated as general agent with thei- 
present manager, William C. Worthing- 
ton, in the District of Columbia. 

Mr. Drown has been active in the 
District of Columbia Life Underwriters’ 
Association which he assisted in re 
organizing in 1910 and has served two 
terms each as secretary, vice-president 
and president of that association, his 
presidency ending at the last annual 
meeting. 


SOLD $176,000 W. S. S. 


Thomas A. Lee, superintendent of 
the Metropolitan Life in Washington, 
D. C., reports that in the month of 
June the agents of the Metropolitan 
under his supervision sold $176,000 in 
W. S. S. and thrift stamps. 




















REASON Our 


underwriting and are guaranteed by a de- 
posit of the full legal reserve with the 
State. Our promises are all in our con- 
tract. Good contracts for up-and-doing 
agents. 


DR. ALBERT SEATON 
Vice-Pres. & Med. Dir. 


Policies Sell 


UR POLICY CONTRACTS contain 
all provisions consistent with safe 


THOMAS J. OWENS, Pres. 


CLAUD T. TUCK 
Secretary 








Opportunity for 
Larger Applications 


ARMY LIMIT SETS STANDARD 
Average Policy To-day is for Twice 
Amount Before War, Says 


Peoria Life 


The Peoria Life publishes the fol- 
lowing in its Bulletin on the tendency 
toward larger policies and the oppor- 
tunities for agents in this respect: 

There is a wonderful opportunity for 
the agent today to increase the size of 
his application. There is every reason 
why this should be done. Now is the 
psychological moment for doing it. 
During the war the government has 
made a great endorsement of life in- 
surance by the establishment of the 
Soldiers’ and insurance and 
when the opportunity was given to 
these soldiers and sailors, they have 
bought insurance averaging almost 
$10,000 per person. They realized their 
duty and the necessity of insurance 
and the records of insurance companies 
show that this has had an effect upon 
the general applications for insurance 
to such an extent that the average size 
of policies has increased very materi- 
ally. Before the war the average policy 
was scarcely $2,000. Today it very 
closely approaches $4,000--just about 
double. The agent who takes advan- 
tage of the situation and makes his 
prospect realize that insurance is the 
one article being sold today which has 
not increased in cost from 25 per cent. 
to 100 per cent., and when he shows 
him that therefore he is getting from 
125 per cent. to 200 per cent. for every 
dollar of his money expended for his 
life insurance today, there is sure to be 
an increase of the application without 
question. 


Sailors’ 


Sentiment is Greater 
There is another phase of this situa- 
tion. There is today a closer and more 
intimate fellowship along family lines 
than there ever was before. The young 





Missouri State Life Policies Rich In Selling Points 











AS EVERLASTING 
AS THE HILLS. 











Facts— 


Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 

Policy Contracts New and Attractive 
Non-Participating Policies 

Participating After End of Premium Paying Period 
Operating in 38 States, and the Territory of Hawaii 


Missouri State Life Insurance Company 


Fastest Growing’ Life Insurance Company in America 
Home Office, St. Louis, Missouri 














man leaves for service and it means 
more than “good-bye.” The fact that 
s0 many young men are absent and 
are risking their lives at the front has 
served to knit families more closely 
together. Even if there is no one gone 
out of the family into military service, 
neighboring families and friends have 
and are having this experience and 
one touch of nature makes the whole 
world akin. The family responsibility 
is therefore brought home to the men 
in a way today that has never been 
thought of before. The man begins 
to feel that it is up to him to provide 
for his dependents and they seem 
closer to him today than they ever 
have before. Therefore the applicant 
sees the necessity of more insurance 
and it is easier to convince him today 
in regard to insurance than it ever was 
at any other time 


Young Men Taking Larger Amounts 


We want to urge every agent now 
to solicit the prospect for $5,000 instead 
of for $2,000; for $10,000 instead of 
$5,000, and don't be backward about 
looking for $25,000 and $50,000 If 
your prospect is able to carry it, it is 
your duty and his duty to make the 
application at least twice what it would 
have been expected to be before the 
war. If the men of draft age who have 
gone into government service have set 
the standard of their applications at 
$10,000, then those applicants who are 
in reality able to buy have lifted their 
standard up way above that and it is 
up to the agent to get his share. This 
argument is not confined to applicants 
of large means. Neither is it confined 
to those persons who have dependents 
upon them, but to every person who 
is a prospect for insurance, and pe 
culiarly does it apply to women at the 
present time The prospects in the 
United States have been increased very 
materially by the necessity of women 
taking more prominent part in the 
business affairs of the country 

There have been over four million 
women added to the business world 
within the past few months. So the 
fact that the men of draft age and 
those who have gone to war have been 
largely eliminated from our list of 
prospects, yet the fact remains that 
the size of the applications are increas 
ing and the number of our prospects 
have increased to such an extent that 
now insurance has increased more for 
the first six months of this year than 
it ever did before and we urge our 
agents every place to take advantage 
of the present situation and get your 
share of the increased business 


WITH FEDERAL UNION 


James W. Guest has been appointed 
assistant medical director of the Fed- 
eral Union Life, Cincinnati. The rapid 
growth of the Company has made nec 
essary a readjustment of the medical 
department and Doctor Guest is to give 
his entire time to the work Doctor 
Guest, for the past five years, has been 
a supervising examiner for the medical 
department of the Equitable Life of 
New York. Prior to his connection 
with the Equitable, Dr. Guest was for 
eight years medical director of the 
Commonwealth Life, Louisville. 
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In an address delivered before the Agents’ Association of the Northwestern 
Mutual Life, William F. Atkinson, general agent in Brooklyn, pictured the 
effect of the Government’s war insurance system upon the life insurance 


business as a whole, saying in part: 


“In the short space of one year a 
life insurance company has_ been 
created having in force on June 30 
2,570,000 policies to the amount of 


$21,565,000,000. This governme.t bureau 
is carrying more insurance than all the 
companies reporting to the state of 
New York combined. With such a tre- 
mendous life insurance operation going 
on before us, we may well consider the 
effect that it may have upon the 
business of the life insurance — com- 
panies and upon our work as soliciting 
agents. Is the effect detrimental or ben- 
eficial? Is it a competitor or a business 
builder? 
Misunderstanding 

“Let me speak of the bad effect first. 
The only bad effect that I can discover 
is a misunderstanding on the part of 
some people as to its rates and terms, 
They think that the Government is sel- 
ling insurance cheaper than the life 
companies. That is only true in that 
the Government is dividing the cost in- 
to two parts. The net premium rate for 
yormal, healthy lives is charged to the 
soldier, and the cost of management 
plus the cost of war hazard, plus the 
cost of disability insurance is charged 
to the taxpayer. The man who stays at 
home in the security guaranteed by our 
fighting forces should be glad to pay 
this share of the cost, and I believe he 
is more than willing to do so; but there 
should be no misunderstanding about 
it. and it is only fair to insurance in- 
terests that the man who pays his in- 
come tax should know that a part of it 
is to pay for the cost of management 
and war hazard of the War Risk In- 
Bureau. 

Companies Relieved 

“And now let me speak of good ef- 
fects of this government insurance. 
First, it relieved the life insurance 
companies from an embarrassing and 
perplexing problem, It is quite conceiv- 
able that public opinion and govern- 
‘mental pressure might have become so 


surance 


strong that the life companies might 
have felt it necessary to assume the 
burdens of insuring the men in the 
service of the Army and Navy. I 


believe such has been the experience in 
other countries. Our rates are computed 
on reliable data based upon normal con- 
ditions of life and health. We have no 
adequate data upon which to base rates 
on men subject to the dangers of this 
war. The government stepped into a 
field that we were not prepared to de- 
velop, and relieved us of responsibility. 

“We are apt to chafe that a million 
and a half or two million healthy young 
men have been practically eliminated 
from our field of soliciting, but let us 
put the blame for that at the door of 
the Kaiser where it belongs, and not at 
the door of the government war insur- 
ance. 

Great Advertising 

“I know of no feature that has been 
of so great value to the life insurance 
agent as the advertising that this plan 
has given to the great institution we 
represent. A good many agents wish 
that the life insurance companies would 
use the hundreds of thousands of dollars 
that they now spend in telling how big 
and how old they are, and how large 
their assets and liabilities are, and how 


much they have paid to dead and living 
policyholders, and who their presidents 
and secretaries and officers are,—a 
good many of us wish that they would 
devote those hundreds of thousands of 
dollars to concerted advertising of what 
life insurance is and does, — something 
that will help the agent get a new ap- 
plicant, But until that day arrives, we 
may regard ourselves as fortunate that 
the Government War Risk Act put more 
columns of good life insurance talk in- 
to the newspapers of this land than 
could have been bought by ten times 
the advertising appropriations of all the 
companies combined. 


Standards Raised 


“The government has told every man, 
woman, and child in this country, 
regardless of creed, race, color, or pre- 
vious condition of servitude, that life 
insurance is a good thing, a necessary 
part of the family, and it has placed its 
official approval upon the importance 
of covering the possibility of loss oc- 
casioned by death by a policy of life 
insurance. 

“We very frequently meet the excuse 
that the man is willing to take the risk, 
or willing to let his family take it. The 
government has not only endorsed the 
system of life insurance for the protec: 
tion of such risks, but has practically 
said that the family cannot afford to 
take such a risk, and the state cannot 
afford to let him take it. 

“Another benefit that we have de- 
rived is the raising of insurance stand- 
ards. People apparently have set their 
standard on the average for a $2,000 or 
$3,000 policy. The Government has 
placed the standard for young men who 
have not yet obtained their full activity 
value, and who are in the lower earning 
capacity period of their lives at $10,000. 
The psychological effect of this stand- 
ard adopted by the government cannot 
help but be very powerful on the minds 
of the rest of the population. 

“There is hardly a home in the land 
but what has some member or relation 
carrying Government War Risk Insur- 
ance to the amount of $10,000 and 
surely the head of a family must ap- 
preciate that if the son, or nephew, or 
friend, is to be valued at $10,000 he 
should value his own life at fully an 
equal amount. The doors are open for 
increased insurance on _ old _ policy- 
holders, 

“We have lost from our field of solic- 
iting some two million or so of Class 
| Draft men, but we have remaining in 
the draft ages some eight millions of 
young men who are still eligible for 
life insurance and are better prospects 
than ever before. Can you imagine the 
effect on the young men when they 
realize that those of their brothers who 
have gone into the service are carrying 
$10,000. of insurance, while they are 
carrying perhaps $1,009 or $2,000? The 
very largely increased field upon them 
certainly makes up for any loss from 
the enlisted men. 

“IT think .that every life insurance 
agent will grant that one of his great 
difficulties is to get people into a frame 
of mind where they want to hear about 
life insurance; where they are ready to 
grant a really satisfactory interview; 


where they are willing to sit down and 
seriously and soberly discuss their 
problems, and the question of whether or 
not life insurance offers a solution to 
those problems. The government in- 
surance plan has impressed upon the 
minds of the entire population the im- 
portance of life insurance and the ne- 
cessity of a careful consideration of it 
so deeply that the door is open to the 
life insurance agent as never before. 


Method of Payment 


“There is another very interesting 
phase of this government insurance in 
that it has provided the twenty year in- 
come method of settlement. The govern- 
ment is to pay its claims on the instal- 
ment basis only. This is practically the 
same as your Option B, 20 years. I am 
sure that you will all agree that the 
more experience you have in settling 
death claims and in advising with 
widows and children at that time, the 
more convinced you become that one of 
the installment provisions of settlement 
is the wisest. This is of very practical 
benefit for those of you who have con- 
sistently worked along those lines 
know that it is easier to sell a $50 per 
month income policy than to sell a 
$9,200 policy. 


Not Sold Over Counter 


“The placing of the government war 
insurance has also been an endorsement 
of the necessity for the life insurance 
agent. Those responsible for the system 
had an idea that such a wonderful op- 
portunity offered to men who were 
about to risk their lives, would be seized 
at first announcement. Months passed 
by and to the great surprise of the of- 
ficials, rather a small percentage of 
men had taken the policies. Thea such 
men as Millard W. Mack, Clifford Mc- 
Millon and Peebles of our agency 
forces, and many more good men from 


(Continued on page 11) 





State Mutual Life 


Assurance Company 
of WORCESTER, MASS. 


Incorporated 1844 


SEVENTY-FOUR YEARS of 
sterling merit has made stead- 
fast friends of policyholders 
and agents. 


Our motto is SERVICE to 
policyholders, beneficiaries and 
agents. 

Additions are made to our 
agency force when the right 
men are found. 


B. H. WRIGHT, President 
D. W. CARTER, Secretary 


STEPHEN IRELAND, 
Superintendent of Agencies | 











GOOD TERRITORY 


still available for 
development by the 


RIGHT AGENTS 


reer men who can place policies as 
well as write applications, and who know 
how to be successfully active. Always 
an opening for real workers. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison Street CHICAGO, ILL. 








Address, 


PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 








Insurance in force over 
$142,000,000 





15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” 
SERVICE helped to make 1917 the best year in Fidelity’s history. 


AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


This DIRECT LEAD 


Walter LeMar Talbot, 




















American Central Life 


' Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


President 
| 
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By JOHN 


BUSINESS ESSENTIALS | 


No, 8—COURAGE 


K. WEST 








seing a successful agent is the big- 
gest job on earth. Upon how an agent 
trains himself in the little habits of 
life depends his entire future ‘success 
and happiness, for habits, little or big, 
are the real rulers of ourselves. 

Value of Courage 

A person’s mind needs far more intel- 
ligent care than the most delicate 
watch ever made. Thousands of agents 
all over the country are deceitful and 
tricky because some bad habit of theirs 
caused them to be deceitful. As many 
more are lazy because they fail to plan 
the little everyday duties. Some are 
drifting because they do not take time 
to have a definite and positive vision— 
the one great secret of success, 

In this day of keen competition, men 
and women insurance agents are com- 
ing to recognize the value of courage. 
When an agent is open, fair, honest and 
truthful, he is courageous. And _ the 
reverse is equally true. When an agent 
is deceitful, tricky, lazy anl fails to 
keep his dream faculty awake, he is 
fearful, fainthearted and cowardly. 

Do you fear to meet people? Do you 
distrust yourself? Are ‘you always 
under perfect control? Do you dread 
tomorrow when you will have to send 
in your report and remittance to the 
company, renew a note at the bank, 
turn down a claim, interview the most 
important man in town? Are you con- 
stantly deluded and defeated by petty 
little fears? The mastery of these prop- 
ositions is all a question of courage. 
You must of course decide for yourself 
within yourself, whether or not you 
have or want courage. Great works 
were never performed without courage 
and anyone can have it that really 
desires it. 

The Mental Fear Spot 

Analyze some one unsuccessful inter- 
view you have experienced. Did you 
have poise? Did you speak effectively? 
Were ‘your words convincing and inter- 
esting? Did you speak to your prospect 
in a half-hearted manner? Were you 
sincere ,jf. what you said? Did you 
rdmble in your talk? Did you concen- 
trate on the policy you desired to sell? 
Did you allow pctty little things to 
disturb you during the interview? Did 
you hasten ‘your interview just to get 
through quickly, so you could go out 
and play golf? Did you make your 
proposition clumsily? Take time to 
answer each one of these questions. If 
you answer affirmatively to any one of 
them you have a mental fear spot in 
your make-up. You lack courage. 

Those agents only who have poise, 
who speak effectively, who are sincere, 
who sink themselves in their work, 
whose words carry you along, who are 
thoroughly prepared, who lead you up 
to the point and spring the proposition 
vigorously like the crack of a whip, are 
the variety that impress and convince 
prospects, are the ones that have 
courage. 

Many agents fail in life because of 
little peculiarities and _ eccentricities, 
which aré allowed to develop’ into 
habits. Some have allowed these fatal 
faults of sarcasm, ridicule, egotism, in- 
difference, to creep in and destroy their 
life, All agents are fundamentally just 
alike and the successful ones are those 
who have eliminated these detrimental 
faults from their personality. 

Practice on Prospects 

In your solicitation of risks you will 

find people generally have these habits 


also and you must not be suppressed by 
their influence upon you. To fear one 
who takes pleasure in disturbing you by 
sarcasm or ridicule is to sink to his 
level. It is your privilege to rise above 
him and shake off the feeling of fear 
you have of him. He cannot harm you 
in any way or thought or deed. You 
know by analysis how to adjust your- 
self to such a habit and can refuse to 
be disturbed if you want to. If you don’t 
know how to treat with such people, 
just select a half dozen prospects of 
this kind and go to them for practice. 
It will do ‘you good. 

A vast multitude of agents know they 
are on wrong paths. They know their 
present methods are wrong, but they 
have no courage to change. It would 
require too great an effort and so they 
give in and console themselves by being 
satisfied to blunder along blindly with 
their old habits of laxness and un 
certainty. 

Courage cannot be defined, You must 
experience it. A truly successful agent 
is he who is courageous, who 1oes right 
the whole time. On any other plan his 
business would go to pieces. It takes 
courage to sit down and plan a whole 
life’s work. It requires bravery to carry 
out any program we have planned, but 
it is the only proper scheme of life 
An agent cringing with fear, who is dif- 
fident and afraid, has no chance with 
his free and open adversaries. 

No agent can develop courage while 
conscious that he is selling insurance 
that is not fifted to his prospect’s 
needs. He cannot be courageous if he 
fears the business world. It is impos 
sible for him to be a really free man 
when he is cross cutting the company 
for whom he works by employing sharp 
practices in remittances or in dishonest 
representations. 

The anticipation of failure when you 
are soliciting a risk will bring its re 
ward, just the same as anticipation of 
success will bring its reward. We get 
out of life just what we seek. Don’t fear 
accident or illness, or loss of life, or fire 


Insure your ease of mind by, letting | 


some strong company carry; the. risk 
Don’t fear poverty, Don’t be supersti 
tious about what days or hours you 
shall solicit. Master your mind and be 
fearless. 

Get rid of your foolish sensitiveness, 
don’t be afraid of criticism, plan for 
poise in all your interviews and practice 
courage in everything you do. It is in- 
snviring and makes you breathe easier. 
Try it 


War Insurance and Its 
Endorsement cf Life Insurance 
(Continued from page 10) 


our company and others were presse 
into the service and they started agency 
methods. Even such insurance as this 
under such. exceptional conditions 
didn’t sell over the counter. 


Replacing Business 


“Now let us look a little into the 
future. Some day the war is going to 
be over. Some day the holders of the 
2.570,000 policies are going to return 
to civil life. In fact, when that some 
day comes, the government is going to 
ask them what they want to do per- 
manently in the way of life insurance, 
and it has agreéd to allow them to con- 
vert their term policies into a perma- 
nent form of insurance. The problem 





for future permanent protection will be 
presented to these millions of young 
men returning to their life work. 

“Two of the most prominent life in- 
surance officials in this country have 
told me that in their opinion the great 
majority of these men are going to 
prefer to replace their government life 
insurance with insurance in the private 
companies The methods of doing 
business, the policy contracts, the priv- 
ileges offered by the private compa- 
nies, the spirit and practice of service 
are so superior to those that the gov- 
ernment will probably be able to offer 
that any man who investigates will be 
very glad to replace, 


Will Choose Carrier 


“If this prediction is sound, just think 
of the additional field that will be open 
to us when that much hoped for day of 
peace arrives Over  $20,000,000,000 
perhaps by then 50 billions of life in- 
surance and from 2'% to 5 millions of 
policies in the insurance market with 
the holders actively considering what 
kind of life insurance policy is the best 
‘n the long run, and whether it will be 
wise to carry life insurance on a per 
manent basis with the government or 
with the companies! This will be the 


freatest opportunity that the life in- 
surance agent has ever seen, and the 
greatest opportunity that the life com 
punies have ever had. But it will be 
determined with the stewardship that 
the life insurance agent and the life 
insurance company exercises. If they 
ean prove that they do business on a 
more satisfactory basis, offer a more 
desirable and more progressive con 
tract, give more satisfactory service to 
the public than the government can do 
the field will be open to us. If we can 
not meet those conditions, the insured 
will stay with the government, and he 
ought to stay there. 

“And so we may sum up the situation 
as one most favorable to our work. We 
can regard it as the great boon that 
has been handed to us and that acts as 
an offset to some of the difficulties that 
the period of the war with its neces 
sary readjustments of business places 
in our way. As to the future, it is my 
personal feeling that we have nothing 
to fear from future developments 
growing out of this governmental sys 
tem, provided we so well serve the 
public and meet their wants that it 
will be unnecessary for the government 
to assume any great responsibility in 
the life insurance field.” 





Business and Resources of a very 


99° 


reported losses 


The Comnanv owned Liberty 


Liberty Loan. 


limit with the Government. 


chief and ultimate purpose of life 
women and children 
and in time of peace. 





New York Life Insurance Co. 


FIVE YEARS OF EFFICIENT SERVICE 
INCLUDING 
THREE AND ONE-HALF 


During the Five Years ending December 31, 1917, the New York Life 


Received in Income............ 00000 ee eee ee $667.88 1.000 


Paid Policy-holders ...............cccceeeees 382,875.000 
Increased its Resources................00e0005 215,272.000 
Increased its Insurance in Foree.............. 503,535,000 
THE BUSINESS OF 1917 EXCEEDED THAT OF 1912 
In Income saa adn seal te cece a ceive Aid ae ive eae Oren $27,325,000 
In Amount Paid Policy-holders............... 25,337,000 


In New Insurance..............ccccccccceces 119,917,000 


The increase in Business and Resources in Five Years equais the 
substantial life insurance company, 
and this new Company is returnine to policy-holders 92 per cent. of its 
entire income. It is also adding forty million dollars a year to its re- 
sources and one hundred millions a ‘year to its insurance in force 


. HELPING WIN THE WAR. 


' Since the war beean, in August, 1914, the New York Life paid to 
December 31, 1917, 998 war losses amounting to $3,007,222. There were 
for $607,084 awaiting proof on December 31. The 
companv had so carefully guarded 
reason of war that, notwithstanding the world-wide character of the con- 
flict, the nercentage of its actual to its expected mortality has not been 
anpreciably affected. This percentage for 1917 was 70.85—the lowest 
of any year since the Comnany has kept complete mortality statistics 
Bonds on January 1, 1918, to the 
amount of $12,075,000, and subscribed for $20,000,000 of the Third 


There are Four Hundred and Twenty-six Stars in the Company's 
Service Flag, and one of the Home Office bovs—Frank J. Brandreth, of 
the Rainbow Division, has already won the French War Cross. 

The Company has afforded the Government everv assistance in its 
power in formulating and carrving out the plan of Government Insur- 
ance on the lives of soldiers and sailors. Agents are forbidden to accent 
annlications from soldiers or sailors unless they have already taken the 


EVERY MAN’S BUSINESS. 


Just now it is every man’s business to Help Win the War. Our 
daily occupations are incidental; winning the war is our real business. 
Winning the war is our real business because back of that lies the 


And that is the aim of Life Insurance in war time 


The Government has recognized this in the provision made by life 
insurance for the families of those who die or are disabled in the service. 
The man who stays at home and does 


NEW YORK LIFE INSURANCE CO. 


YEARS OF WAR TIME 


itself against extra mortality by 


making the world a safe place for 


less is a slacker. 


DARWIN P. KINGSLEY, President. 
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TRIBUTE FROM OUTSIDE 

One of the finest tributes to life in- 
its representatives came 
Underwriter 


surance and 
to the ear of The Eastern 
a few days ago in the eulogy of the 
proprietor of an Atlantic Coast hotel, 
which recently had as guests over 400 
members of the agency force of one of 
the great life insurance companies of 
America, for four days. He _ stated 
that they were the most considerate 
and orderly aggregation of men and 
women that had ever stopped at that 
hotel, and that if the degree of thought- 
fulness evidenced by these guests, all 
of which rang true, was an every day 
occurrence with their guests, the man- 
agement would not know they were in 
the hotel business. 





CALLING FOR MEN 
Can the call of General Pershing for 
4,000 high grade men to help him in 
France with the Y. M. C. A. fail to be 
heard by insurance men? The task is: 
To keep our fighting men physically 


and morally fit. 
To supply them with comforts, and 


to keep their minds and bodies active 
and clean. 

To steer them straight and to be 
their friends, counsellors and helpers. 

In one word, to maintain their morale 
at 100 per cent. 

This job is to maintain 
is a big job and requires 
big hearts and clear minds do it. 
Men with experience handling other 
men are the type required. What bet- 
ter place to look for such men than 
in the insurance field, among those 
who sell insurance, who are able to 
guide the actions of others, to influence 
their minds. Men who have succeeded 
in organizing and managing other men 
can be of the greatest service in this 
noble work of maintaining morale. 

To have an influence over young men, 
a man must be tactful, must be firm, 
and on the level in all his acts. He 
must think quickly but think straight. 
He must have sympathy with the other 
fellow’s point of view. This requires 
patience and a cool temper. He must 
be able to do well the simple things 
of everyday life, <o as to show and 


morale. It 
men with 
to 


help the other fellow to do them. 
These are the kind of men General 
Pershing wants the Y. M. C. A. to 


send him. 


SEEKING THE LIGHT 

There is indication that this 
year when car-fare is high, food is high, 
hotel charges high, there will be 
a larger attendance of 
at Cleveland for the convention of the 
National Association of Insurance 
Agents than before. It is usual 
to make predictions of this kind in a 
with a 
there 


every 


are 


insurance men 


ever 


general spirit of optimism and 

pardonable but 

is an entirely different reason this year 
a real reason based on facts, nothing 


desire to boost, 


else. 
These conventions came and went in 
the usual number 
The rest felt that they 
not afford the money or 
and there that chronic 
what was done at 


former years and 


turned out. 
either could 
the time 
belief that 


ventions was 


was 
the con- 
not of particular impor- 
But why is it that now 


the country 


tance to “me.” 


there is a strong feeling 


over, that to miss this Cleveland meet- 
ing would be little short of criminal? 
Simply this. So many of the things 
that the so-called cranks, the scare- 
mongers and pessimists have predicted 
have come to pass. The war has 
brought them swiftly into being. The 


Government is in the life business. Will 


it remain there? The Government is 
nibbling off pieces of the insurance 
structure with increasing regularity, 


under the “necessity of war.” Socialis- 
tendencies are still rampant. The 
insurance agent must defend his posi- 
tion. What is the salvage to be for 
the insurance man? What may the in- 
surance man look forward to after the 
struggle is over? How much of the old 
system will be allowed to remain?  In- 
seeing these 
true light. They are 
thinking. Their appetite for knowl- 
edge is whetted. They wish to know 
what the brightest minds in the business 
think, and they expect to get the infor- 
they seek at the Cleveland 


men are at last 


things in their 


surance 


mation 
meeting. 

As to the prospects for a large and 
enthusiastic meeting of the National 
Association, it is too early to give any 
figures. Those in charge of the meet- 
ing have been noting some rather re- 
markable and unexpected conditions 
prevailing in other organizations, which 
show that the war is quickening the 
business pulse of the nation. Men are 
realizing more fully their duties to 
themselves and their fellows. This is 
revealed in conventions of busi- 
and professional men. For ex- 
ample: an organization of agricultur- 
ists which generally turns out 300 men 
and has 700 members, this year turned 
out 650 strong, a record for them. A 
convention of teachers sent just twice 
many delegates to convention this 
season as had been the custom for 
many years. 

In the of the agriculturists it 
might be argued that they are all mak- 
ing so much money they were just wait- 
ing for a chance to spend it, and so 
went to the convention. In the case of 
the school teachers, the conditions are 
just the opposite. They are not bene- 
fiting by the war, but are losing, as 


other 


ness 


as 


case 





THE HUMAN SIDE OF 


INSURANCE 








oe 
wets 














The Aetna Life team of the Insurance 
Baseball League of Hartford was return- 
ed winner of the pennant this year. 
The keenest rivalry existed between 
the teams comprising the league from 
the beginning of the season to the end, 
and no little amount of interest was 
taken in the race’ by the insurance 
fraternity of Hartford. The key to the 
picture printed above of the Aetna Life 
team follows: Top row left to right. 
Bush (manager) Crowthers, s.s., Conroy, 
(scorer). Middle row: Atwood (captain) 
Whitney, 2b, Pike, 3b, Bolen, c, Schultze 
lb. Bottom row: Jardine, c, Pearl, cf, 
Meade, rf, Farmon, p. 

x * * 

Messrs. Johnson and Shannon, who 
represent the Bankers Life of Des 
Moines in Northern Texas, recently ran 
into a cloudburst while driving home 
in their flivver. In the storm, a bridge 
gave way and the car, the men and the 
bridge dropped to the bottom of a 
raging torrent. The firm lost all its 
supplies, including applications and 
examinations for $20,000 of business, 
but went back to the scene of the 
wreck the next day, recovered the ap- 
plications and examinations and 
resumed business just where it had left 
off the day before, 

* o * 

John O. ‘Furniss and William K. 

Owrey, who have been elected assistant 


secretaries of the Western Insurance 
Company, Pittsburgh, have been with 
the Company for many years. Mr. 


their salaries will not buy what they 
would before. 

The only solution of this increased 
interest is that all men have been 
awakened from their lethargy and made 
to regard seriously many of the things 
affecting their livelihood, which hereto- 
fore they have wilfully and persistent- 
ly neglected. It is evident to all, that 
the agriculturists and the teachers have 
no more perplexing problems confront- 
ing them than have the insurance in- 
terests of the country. Therefore, if 
the insurance men are not to fall be- 
hind in this quickening of the business 
pulse, and realize the insurance history 
making times through which they are 
passing, they will turn out for the 
meeting in October in greater numbers 
than ever before. 








Aetna Lire CHAMPIONS 
as 


Furniss has been there for thirteen 
years in charge of the accounting de- 
partment. Previously, he was con- 
nected for a number of years with 
several prominent Pittsburgh fire in- 
surance agencies. Mr. Owrey has also 
been connected with the Western for 
twelve years in the capacity of map 
clerk and examiner. 
” a” * 





Major E. V. Preston, general manager 
of agencies, of The Travelers, cele- 
brated the completion of his fifty-third 
year with that company recently by 
making a trip to the top of the new 
Travelers tower. The view from this 
height is worth going to see and Ma- 
jor Preston admitted that, although he 
had seen his fellow-Hardfordites from 
many angles in eighty-one years, he had 
gained a new outlook on life. 

* * * 


George Kuhns, President of the Bank- 
ers Life of Des Moines, has once more 
proved himself a champion angler. He 
recently had his first taste of muskel- 
lunge fishing at Long Lake, Wis. Mr. 
Kuhns was a member of a fishing partv 
of six and they caught six muskellunge 
and three of the six were captured by 
Mr. Kuhns. 

* * 2 

Forrest F. Dryden, president of The 
Prudential, gave a luncheon at the 
Robert Treat Hotel in Newark last 
week in the interests of the local Boy 
Scout organization which is in need of 
financial support and in which Mr. Dry- 
den has always been interested. 


* ¢ & 
William M. Moore, of Moore, Weegh- 
man & Co., Peekskill, N. Y., local 


agents, has volunteered for Red Cross 
service and is now driving an ambu- 
lance in Italy. 

* *¢ «& 


William C. Bamburgh, who used to 
be with the Mutual Life, is now sales 
manager at Hartford for the M. S. Lit- 
tle Manufacturing Company of that 
city. 

* * * 

O. F. Roberts, vice-president and gen- 
eral manager of the Chicago Bonding 
& Insurance Co., was in New York for 
a few days this week. 

+ + + 
B. J. Both has purchased the insur- 


ance interests of F. V. R. Stillman of 
Olean, N. Y. 
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Ball Grandstand 
Now Storehouse 


NEW FIRE PROBLEM IN 


EAST 





Protection Association Kept Busy By 
Action of Government in 
Acquiring Buildings 
All sorts of places in the Hast are 
being turned into warehouses to offset 
the taking over by the government of 

many important storage buildings. 

The old Federal Baseball League 
grandstand in Brooklyn has been turned 
into a warehouse and is now owned by 
the Federal Storage & Warehouse Co., 
Inc. The building as it now appears is 
a curiosity but it has been made into 
a good warehouse and it carries a low 
fire rate. It is all steel and concrete. 
It looks odd to see the fence down and 
the back of the grandstand all closed 
with concrete and iron, the space inside 
filled with goods. 

Here is a portion of the survey on 
that building, which is in the form of 
a semicircle: 

Construction 

That portion underneath the seating 
platforms of the grandstand has been 
converted into 1-story buildings, to be 
used for the storage of general mer- 
chandise. This portion is constructed of 
reinforced concrete beams, girders and 
columns. The top of roof is formed by 
steppings for seats, inclining from the 
ground of the field side to about equal 
tc 2 stories in height on the streets, 
and is constructed of reinforced con- 
crete arches having a minimum thick- 
ness of 8-in. Former openings through 
the steppings for exit are either closed 
by fireproof arches, equivalent to the 
stepping, or are having 8-in. brick bulk- 
heads erected, the openings to which 
are to be protected by angle framed 
iron doors. The exterior walls are 8-in. 
panel walls built between reinforced 
concrete columns and wall girders. 
Main floor is concrete on ground; 
flooring in small mezzanine floors is 
%-in. maple on reinforced concrete 
arches. Finish, open except plastered 
direct on tile partitions enclosing mez- 
zanines. Fire Divisions—The structure 
is being divided into four sections by 
12-in. blank brick walls extending from 
ground to the under side of the step- 
nings forming the seats. Area, as fol- 
lows: Section “A.” 13,417 square feet; 
Section “B,” 15,128 square feet; Section 
“C,” 25,926 sauare feet; Section “D,” 
26477 square feet. 

The upper portion of the structure 
is a former seating gallery open on 





sides, seats removed. Roof is plank 
covered with asbestos supported by 
unprotected steel trusses and _ steel 
columnzs. 

What concerns the National Fire 
Prevention Protection Association along 
the Eastern seaboard just now is the 
readjustment which is taking place in 
the warehouse situation. The Govern- 
ment’s action has thrown great quan- 
tities of storage business elsewhere 
and the Association is kept busy in- 
vestigating buildings of property own- 
ers who are seeking to have their 
places listed as warehouses. Needless 
to say many of them are far from being 
of a desirable type. One man in Brook- 
lyn has a nine story building with 
wooden floors and stairways, a building 
which he would not be permitted to 
erect now, which he wishes to turn into 
a storehouse. 

At the New York office of the As- 
sociation some two hundred such ap 
plications have been received from 
property owners. In Boston persons are 
renting space in private dwellings 
mostly in basements, for storage pur 
noses. 


RULES ON ENEMY ACT 





New York State Association Regards 
Control of Observance to be 
Unwise 


The Underwriters’ Association of 
New York State has adopted the sub- 
ject-matter of Circular No. 1185, i. e., 
the circular in reference to “Trading 
With the Enemy Act.” The supplement 
to Gereral Rules together with the cir- 
cular and the erdorsement called for 
by Circular No. 1185 have already been 
sent to companies, members and local 
agents. 

R. G. Potter, secretary, has issued 
the following: 


Inasmuch as the observance of this rule 
is a matter of legal obligation on the art 
of the comnanies. T am of the opinion that 
any attemnot on the part of the Association to 
control its observance would he unwise ‘ 
uncalled for in view of the verv evident fact 
that each comnrany for its own protection 
will undoubtedly ceive the matter its most 
areful attent in order t absolutels 
certain that ¢! mevisions of the law are 
ohserved in all cases 

Please note therefore that the district. se 
retarv’s stom” ¢ ‘vine to the correctness 

a daily revort anelies onlv to the avestion of 
rate and form and does net in nv wav refer 
to the attachmert or noan-attechment f the 


endorsement covered hy Rule No 
ing with the Enemy.” 





OSCAR V. BARGER IN HOSPITAL 

Oscar V. Barger. of Barger & Powell, 
‘ocal agents at Peekskill, N. Y., is in 
the Peekskill Hosnital recovering from 
ar operation for ulcer of the stomach. 





THE 
MARINE AND FIRE 


INSURANCE 
LIMITED 


] 


COMPANY 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, 

















NEW YORK __] 








THE AUTOMOBILE== 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 











FIRE MARINE WAR RISK 
TORNADO WIND STORM MAIL PACKAGE 
RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 
REGISTERED MAIL | 
Affiliated with | 
ZETNA LIFE INSURANCE CO. 
ZETNA CASUALTY & SURETY CO. _| 




















THE 


WILLIAM H. KENZEL CO. 
FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. L. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 


LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
PENNSYLVANIA FIRE INS. CO. (Suburban) 










BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Inc, 1870 












eee ee ee eee 


54,256.92 
ee 200,000.00 
Surplus 96,379.07 


| tnveumeen $357,318.58 






a 300,000.00 
Surplus 













OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 































14 


THE EASTERN 


UNDERWRITER 


July 19, 1918 





Speakers for 
Agents’ Meeting 


IS UP 


William F. Dunbar, H. R. Clough, 
Guy Mason and M. J. Cleary 
on List 


PROGRAM SHAPING 


One of the addresses which will be 
looked to with the keenest 
anticipation the annual convention 
of the Association of Insur- 
ance Agents, is to be by former In- 
Commissioner Dunbar’ of 
manager of 
Eastern Association of Un- 
derwriters. His subject is, “What an 
Insurance Commissioner Can Do to Rid 
His State of Irresponsible and Fraudu- 
lent Insurance Concerns and their Rep- 
resentatives.” 

No man is better qualified to talk on 


forward 
at 
National 


surance 


Tennessee, who is now 


the South 


this subject, for Mr. Dunbar won for 
himself National fame by doing just 
that very thing in his home state. He 


established a unique record and he is 
going to tell how he did it and how 
others can do the same if they will, 
at the Cleveland meeting in October. 

H. R. Clough, secretary of the automo- 
bile department of the Aetna Life, will 
talk on several of the most urgent prob- 
lems confronting underwriters in that 
line. 

Guy Mason, who is an expert on in- 
come and corporation taxes, excess 
profits taxes and the like, will give the 
insurance men the information they de- 
sire regarding these imposts. 

M. J. Cleary, insurance commissioner 
from Wisconsin, and vice-president of 
the National Convention of Insurance 
Commissioners, is another speaker. His 
subject has not been announced. Mr. 
Cleary is the logical candidate for the 
presidency of the Commissioners’ Con- 
vention, he now being vice-president. 

Headquarters at Statler 

The Hotel Statler has been made the 
official headquarters. The National As- 
sociation of Casualty & Surety Agents 
will meet on the eighth and ninth and 
there will be a joint meeting of the 
casualty and fire men on the ninth or 
tenth. 

As the International Association 
Casualty and Surety Underwriters did 
not hold any meeting last year and will 
not hold any this year, it is proposed 
that the company men meet with their 
agents in Cleveland. 

Secretary Miller, being an experienced 
insurance man as well as newspaper ex- 
pert, knows by experience of many 
things which would add to the pleasure, 
comfort and interest of those who will 
attend a meeting like this. He is spar- 
ing no effort in working all the minute 
details out to the finest point. He has 
co-operating with him a committee 
which is no less energetic and resource- 
ful than himself and the combined re 
sult of their efforts is anticipated in 
the highest confidence that the program 
and arrangements for the October meet- 
ing will be of the finest. 





FREEMAN AGENCY SHOWS WAY 


Letter Sent To All Clients Emphasizing 
Importance of Sufficient 





Insurance 
The Thomas J. Freeman Agency, of 
Haverstraw, N. Y.. has sent th? fol- 


lowing letter to al’ clients: 

“The present bigh cost of labor and 
materials has largely increased the 
value of buildings, machinery, mer- 
chandise, household effects, ete., and as 
a rule insurance has not been increased 
in like ratio. 

“The result is that many property 
owners are without adequate insurance, 


of 


which ig specially unfortunate where 
the policy contract contains the co-in- 
surance provision. 

“Adjustments in case of loss are 
made upon the basis of cost of replace- 
ment at the time of the fire, less proper 
allowance for depreciation, and if the 
amount of insurance carried is insuf- 
ficient to cover present values, the as- 
sured will be obliged, on application of 
the co-insurance provision, to bear a 
part of any partial loss, and, upon total 
destruction of the property, the loss in 
which 


excess of insurance, may bring 
hardships, 

“We therefore urgently call this mat- 
ter to your attention, with a request 
that you inform us if you wish ad- 
ditional insurance. 

“Where a loss is payable to a 


mortgagee on property upon which there 
is not sufficient insurance to fully 
protect the mortgage interest, the 
mortgagee should be advised. 

“N. B.—This matter is herewith 
handled solely for the benefit of tne 
property owner, not as a business get- 
ting device. The fact is that under 
present conditions most peopie are 
under-insured and do not realize it. It 
is our duty to make the facts known to 
you. Judge for yourself.” 


REPRESENT ‘COMMONWEALTH 








J. J. Boland & Co. Inc., Will Write 
Automobile in Pennsylvania 
Counties 
The automobile department of J. J. 


Boland & Co. Inec., Scranton and New 
York, of which Harrison Law is man- 
ager, has been appointed general agent 


for the Commonwealth Casualty, of 
Philadelphia, in the following Penn- 
sylvania counties: Lackawanna, Lu- 
zerne, Susquehanna, Carbon, Wayne, 
Wyoming, Monroe. 
DETERMINED TO FIGHT 
After being rejected three’ times 


Louis Green, son of Industrial Manager 

















100 William Street 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 





New York, N. Y. 


Phone: John 2312 








WISCONSIN FIRE AND MARINE 


State Department Figures Just Avail- 
able Show Big Increases in 


Both Branch 


Madison, Wis., July 1 
$1,878,404,086 worth of fi 
written in the 
the 


insurance 
consin in past 
the 


insurance department. 


year 


es 


> 
‘. 


There 


was 


re and marine 


State 


For 


ac 


of Wis- 


cording to 


compilations just completed at the 


the year 


previous the amount of insurance was 


$1,325,706,104. 


The three Wisconsin 


surance companies wrote 


fire insurance during t 
The nine hundred and 1 
insurance companies of 
wrote $1,196,866,381 
oo foreign stock fire 
316,878,381, 
525 ,789 written 


stock 


fire in- 


$72,781,027 of 


he 


line 

other 
The thirty 
companies wrote 
This is a total of $1,586,- 
by stock fire insurance 


worth. 


past ‘year. 
stock fire 
States 


companies on business in Wisconsin. 


The six foreign 
companies wrote $1: 
ieen inter-insurance 
$16,723,915. The seven 
nies wrote 
mutuals of other 


mar 
32,847,629. 
companies 


ine 


insurance 
The thir 
wrote 


Lloyds compa- 


$51,620,116 and the 
States wrote 


forty-six 
$90,686, 








M. Green, of the General Accident in 6387. This is a total of $291,878,297 of 
New York, has succeeded in gaining miscellaneous written in the State dur 
acceptance and has joined the colors. ing last year. 
JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 
40 CL INTON STREET SERVICE 80 MAIDEN | LANE 
mv... "aca 6536 1| EARST Phone John 4560 











BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 
United States Branch 


January 1, 1918 
DIE Kcdccavecarebinsdeverenxee $2,192,173.14 
Surplus in United States..... 772,927.35 
Total losses paid in United 
States from 1874 to 1917, 


inclusive 25,298,472.00 
W. B. MEIKLE, Pres. & Gen. Mgr. 














THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 18s5a 


The real strength of an insurance com 
pany is in the conservatism of its man 
agement, and the management of THF 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, "Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


roo WILLIAM STREFT, NEW YORK 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA, 











ADEQUATE 
FACILITIES 


ALL LINES 





PR i 


PENNSYLVANIA — 


PHILADELPHIA. PA. 


La Deirwynta 


CLARENCE A. KROUSE & CO. 
LOCAL anp GENERAL AGENTS 
325 WALNUT STREET 


~NEW JERSEY 





| SATISFACTION 
| SERVICE 


ALL LINES 











uv 


B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, Mew York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 


Home Office: 68 William Street 














Lee | 
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Bona Fide Agent 
Subject Up Again 


BEFORE N. _ J. 


ASSOCIATION 


Ways and Means and Executive Com- 
mittees Make Plans for Fall 
Meeting 





Bona fide agents, tornado commis- 
sions, National Association delegates 
and the fall meeting were among the 
subjects taken up at the meeting in 
Newark on Tuesday of the ways and 
means and executive committees of the 
New Jersey Association of Underwrit- 
ers. 


Shortly after the meeting was called, 
President T. C. Moffatt, of Newark, 
announced that Judge Conlon, of New- 
ark, first president of the association, 
had died last Thursday and that, while 
the association had been represented 
at the funeral on Monday, there had 
been no official action. Charles Dodd, 
of Newark, proposed that a resolution 
be embossed and signed by a commit- 
tee representing the association and 
presented to the family of Judge Con- 
lon. This was passed after President 
Moffatt had told some of the many 
things which Judge Conlon had done 
for the business and Mr. Dodd was 
made chairman of the committee. 


Following the secretary’s report on 
the matters taken up at the annua! 
meeting at the Robert Treat Hotel and 
which had been referred to either of 
the committees in session on Tuesday, 
a letter was read from the Hudson 
County Board of Underwriters giving 
a list of New York men who were 
writing New Jersey business without 
maintaining a bona fide office in the 
estate and asking the State Association 
to take action thereon. It was decided 
to ask the Insurance Department for 
information about them. 


The matter of commissions in South 
New Jersey was then discussed at great 
length. 


Limouze in Service 

President Moffatt announced that on 
returning from his vacation he had 
found that Secretary-treasurer Percy 
Limouze, of Weehawken, planned to 
enter military service in about ten 
days. Mr. Limouze stated that he ex- 
pected to be able to take care of the 
duties of his office in the usual manner 
by reason of being stationed at Ho- 
boken. 

Mr. Limouze reported that, in connec- 
tion with the bank-draft resolution 
which had been passed at the annual 
meeting to facilitate the collection of 
dues, it had not been necessary for 
him to use this method. 

The subject of commissions on tor- 
nado business came up for discussion 
by reason of the fact that several of 
those agents present had had letters ad- 
dressed to them by their companies 
proposing to reduce the commissions 
on this class of business to twenty per 
cent. Action was postponed pending 
further information. 


Chauncey Miller There 

Chauncey S. S. Miller, secretary of 
the National Association entered the 
meeting about twelve o’clock and from 
then until adjournment at two o’clock 
the principal subject discussed was the 
annual meeting of the National Asso- 
ciation in Cleveland October 9-10-11 and 
the mid-year meeting of the New Jersey 
Association which will be held Septem- 


ber 19. In reference to the delegates 
to be sent to the National Association’s 
convention Mr. Miller suggested that 
it would be wise to have the New 
Jersey representation include men from 
rural sections as well as from the 
larger cities. He also told of the work 
he had been doing on his trip in the 
West and outlined the program of the 
National Association annual meeting. 
As a means of covering convention ex- 
penses and other emergencies Mr. Mil- 
ler proposed for the consideration of 
the New Jersey association a voluntary 
graded scale of dues which he said 
had been very successful in the West. 

Following Mr. Miller’s talk, the com- 
mittees took up the subject of the best 
meeting place for the mid-year session. 
After much discussion, the decision lay 
between Atlantic City and New Bruns- 
wick. 





GOVERNMENT INSURES ROADS 


Insurance on all railroad properties 
under Federal control was assumed by 
the Railroad Administration, July 16. 
Newspapers have been saying that the 
change will accomplish an _ annual 
saving of $200,000,000 in premiums. 
This is regarded in insurance circles 
as merely a flight of imagination. One 
New York man in charge of railroad 
matters for a leading company says 
that the premiums on railroad property 
will not amount to over $4,000,000 and 
very likely will not be much _ over 
$3,500,000. 





NOW STAR INSURANCE CO. 


The Liverpool & London & Globe 
Insurance Co., of New York, has taken 
steps to change its name to the Star 
Insurance Company of America, to 
avoid confusion with the L. & L. & G. 
of England. 


Seeking Power 
to Reinsure 


ACTION ON ENEMY COMPANIES 








Alien Property Custodian Wishes to 
Avoid Inconvenience to 
Policyholders 





Washington, D. C., July 17.—A bill to 
amend the trading with the enemy act 
by authorizing the alien property cus- 
todian to reinsure the business of en- 
emy or ally-of-enemy insurance or re- 
insurance companies, is now in the 
hands of the House committee on in- 
terstate and foreign commerce. The 
need for this authority, it is declared 
by officials of the alien property cus- 
todian’s office, is very great and is nec- 
essary to the effective operation of the 
office under the trading with the en- 
emy act. 

In a statement just made public by 
the alien property custodian, it is 
announced that his office is mak- 
ing vigorous efforts to close out the 
business interests and take over the 
remaining properties of all foreign in- 
surance companies classified as en>my 
or ally-of-enemy concerns. 

Chance for New Companies 

“Prior to the war these companies 
emioyed a very large patronage in the 
United States, and the destruction of 
their plants will set free a vast amount 
of insurance to be replaced with Am- 
erican companies or with such other 
foreign companies as are privileged to 
continue in business. It seems prob- 
able that the necessity for insurance 
thus created will afford an unusual op- 
portunity for the organization and de- 
velopment of a number of new Ameri- 
can companies.” 

The companies now being closed out 
are one casualty, two life, thirteen fire, 
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For what? For ACTION! 


you. 


will find the path of progress blocked. 
“T’ll think it over” has cursed many a man and wrecked 


many a CAREER. THINK FAST! 
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TODAY IS THE DAY— 


To do the thing that lies before 


you can’t win by letting Time have all the advantages. 

In the race for Success your strongest competitor is TIME— 
your keenest adversary is HESITATION—your bitterest en- 
emy is “WAIT TILL TOMORROW.” 

“Put it off” and you are merely welding a link in the chain 
of HABIT that will sooner or later render your judgment 
QUAKY and UNSUBSTANTIAL. 


: Acquire the HABIT of putting things off and very soon you 


In this age you’re fighting a constant battle with Time— 





DECIDE! 


i + The world has no opportunities for the LAGGARD—the 


man who is AFRAID TO ACT. 


What is wanted is men who have 


with prompt decisions. 


Strengthen your character 


the “habit” of doing things—and doing them NOW. 


good repute. 


WRITE TODAY 
PTT TTT tT Try 


(a Correspondence welcomed from Agents of experience and ; 


and four marine concerns, together 
with four companies incorporated in the 
United States but under enemy own- 
ership. 

The need for amending legislation 
along this line was explained to the 
members of the committee by A. Mit- 
chell Palmér, alien property custodian, 
and Lee C. Bradley, general counsel 
for Mr. Palmer. 

“At the time the trading with the en- 
emy act was passed last Fall, of course 
the work of the alien property cus- 
todian was entirely in the future,” said 
Mr. Palmer. “Now we have had some- 
thing like six months’ experience with 
the trading with the enemy act, and 
the suggested amendments to that law 
as contained in this bill are the ac- 
cumulation of that experience. They 
represent what we have discovered to 
be necessary to faithfully and fully and 
adequately carry out the evident pur- 
pose of the Congress in the passage of 
the law and the amendment to it which 
was carried in the urgent deficiency bill 
in the latter part of March last. 

Perfecting Machinery 

“While the amendments to the act 
look formidable, they are not so in 
fact. They are simply designed to pro- 
vide and perfect the machinery for 
carrying that law into effect, as far as 
the alien property custodian and his du- 
ties are concerned, most of the amend- 
ments being made necessary by the 
hastily drawn and short amendment to 
the trading with the enemy act which 
was carried in the urgent deficiency 
bill, and which gave to the alien prop- 
erty custodian the general power of 
sale of enemy property, a power which 
was not originally contained in the 
trading with the enemy act.” 

Mr. Bradley, in whose office the 
amendments to the act were drawn up, 
followed Mr. Palmer and explained the 
need for the authority to reinsure. 

“That power—-to reinsure—is impor- 
tant, because most of these companies 

take the enemy fire and marine in- 
surance companies--they have risks 
that run for a long period of time,” 
he declared. “They are licensed by the 
Treasury Department under a_ dele- 
gated power from the President to do 
business within certain limits The 
Treasury Department is willing to re- 
voke those licenses whenever it seems 
consistent with the interests of our 
citizens that they be revoked, but if 
they be revoked as the matter now 
stands, the alien property custodian 
would be put in the position of taking 
over those assets and forcing every as- 
sured who may hold a policy to come 
in and file a claim under section 9 of 
the act, and in the event of loss on that 
policy, it would be a considerable pub- 
lic inconvenience, whereas if this pow 
er were given to reinsure we could take 
over the assets and reinsure and avoid 
that inconvenience to the public.” 





UNITED BRITISH APPOINTMENTS 
Company now Doing Business in Eight 
States—T. C. Moffatt & Co. 
Agents in Newark 





The United British Insurance Co. 
announced the following agency ap 
pointments on Tuesday: 

T. C. Moffatt & Co. Newark; Stokes, 
Packard, Haughton & Smith, Phila- 
delphia; C.J. Adams & Co., Atlantic 
City; Calvert & Schubert, Asbury 
Park; H. C. Hill & Co., Williamsport, 
Pa.: Arnold Rippe, Jersey City; Crum 
& Forster, New York City; J. S. Comer, 
Johnstown, Pa.; E. A. Hempstead, 
Meadville, Pa.; Newcastle Real Estate 
Co., Newcastle, Pa.; Luppold & Whit- 
man, Reading, Pa.; and H. S. Kauf- 
man, Ltd., New Orleans, La. 

The United British is now entered 
in New York, New Jersey, Pennsylva- 
nia, Tlinols, Indiana, Ohio, Michigan 
and Louisiana, 
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Preparing for Water 
Damage Business 


LINE SELLS WELL IN NEW YORK 


Premiums Run to Large Amounts— 
Coal Famine Convinced Owners 
to Danger 


Water damage insurance is being 
written in New York to a greater 
tent than ever before. The reasons are 
As premiums run, it is a 
ood line. From about $18 on a dweli 
ing house the premiums run up to $3,000 
and $4,000 on hotels. Now is the time 
to get ready for a big next 
fall. One agent, a West- 
chester County, has written fifty poli- 


ex- 


obvious. 


business 
woman, in 


cies on residences within a few weeks 


After the coal famine last winter, 
everybody cheered up and consoled 
themselves with the thought that it can 
never happen again. That was perfect 
ly natural, But now there is every rea 
eon to believe that we shall go through 
very much the same experience next 
winter. Perhaps not so bad but seri- 
ous enough. There are plenty of indi- 
cations that coal will be hard to get 
and freeze ups will be many and coslLiy. 

Just now there is considerable agita- 
tion in various parts of the country that 
fire agents take more interest in casi- 
alty lines to make up for slackness in 
business elsewhere. A fire agent who 
has not written casualty lines, and who 
wishes to do so, naturally hesitates as 
to which one is the best for him to 
start on. Quite possibly he is looking 


for an easy one with which to make 
his debut in the casualty circle. 
Why not try water damage? It may 


not be generally known, but a “whale” 
of that business is being written in 
New York right now, all because of 
the heavy damage caused last winter 
by freezing. The house and office build- 
ing owners have had their lesson and 
water damage is now an easy line to 
rell, whereas formerly it took much 
hard work to place a policy. 

J. W. Rausch, of the Maryland Cas- 
valty, which is a pioneer in that line, 
knows ail about this water damage in- 
surance and has this to say regard- 
ing it: 

“An insurance policy covering water 
damage is a guaranty against loss or 
damage caused by the accidental dis- 
charge, leakage or precipitation of 


water or steam from the following 
sources: 
Plumbing systems (not includ- 


ing sprinkler systems); 

Plumbing tanks; 

Steam or hot water heating pipes 
and radiators; 

, Elevator tanks and cylinders; 

Stand pipes for fire hose; 

Roofs, leaders and spouting; 

Rain or snow driven through bro- 
ken or open windows. 

“In addition to the sources mentioned 
above the policy may be endorsed to 
include loss on account of the falling 
or precipitation of the plumbing tank 
or tanks. The tank precipitation en- 
dorsement covers the damage done as 
a result of the tank or its component 
parts and supports falling, as well as 
the damage caused by the water dis- 
charged from the tank or plumbing 
system. 

Causes of Water Damage 

“There are a great many causes of 
water damage accidents. The follow- 
ing are some of those most frequent- 
ly met with: 

Freezing of plumbing pipes, 
plumbing fixtures and steam radi- 
ators; 

Overflow of 


washstands and 


sinks due to stoppage or inade- 
quate drain pipes; 

Leakage from worn out or defec- 
tive pipes; 

Leakage from pipes ruptured by 
strains or settling of buildings; 

Leakage from steam radiators; 

Leakage from ruptures of eleva- 
tor tanks and their supply pipes; 

Leakage from stand pipes; 

Leakage from roofs; 

Leakage caused by stoppage of 
leaders and down spouts; 

Backing up of water under flash- 
ing of roof; 

Carelessness of servants or em- 
ployes leaving the windows open 
during rain or snow storms; 

Carelessness of servants or em- 
ployes leaving faucets running; 

Overflow of plumbing tanks; 

Collapse or precipitation of 
plumbing tanks. 

“There are two forms of water dam- 


age insurance—one the mercantile 
form and the other the private resi- 
dence form. The policy contract of 


each is practically the same, the only 
difference being that the mercantile 
form is adapted to that classification 
and the residence form is used for pri- 
vate residences, apartment houses and 
other risks which do not come under 
the mercantile classification. 

“Rates for water damage insurance 
are based upon the physical condition 
of the risk, and take into considera- 
tion the damageability of the assured’s 
property. Certain charges are made 
for various exposures, and. certain 
credits are allowed for improvements 
favorable to the risk. Some of the 
losses under water damage insurance 
are exceedingly heavy and, of course, 
like sprinkler leakage losses, they 
depend entirely upon the nature of 
the accident. the character of the 
goods or the building damaged. Prem- 
ises protected by water damage insur 
ance are regularly inspected, These 
inspections are particularly important 
in the case of large mercantile risks.” 


INSURANCE LEAGUE RETURNS 


The results of the League games 
played last Saturday are as follows: 
Phoenix 8; Niagara 6; Wade Robinson 
forfeited to O. G. Orr. 

Games Per 

played won lost cent. 

Continental ...... s 7 1 875 
A: a 7 5 2 .714 
PONE. alecvase 9 6 3 666 
te 8 5 3 .625 
Wade Robinson .. 8 4 4 500 
foe 8 4 4 500 
Se ree 8 1 7 125 
Qo. 10 1 9 100 
The games to be played to-morrow 


are Continental vs. Wade Robinson at 
Diamond No. 14, Prospect Park, Brook- 
lyn; Hartford vs. O. G. Orr at Marl- 
borough Oval, 22nd Ave., Brooklyn. 


CANCELLATION FEATURE WAITS 

Another hearing was held Wednes- 
day at the Rating Board rooms in New 
York on the proposed universal, stand- 
ard workmen’s compensation — policy. 
Following the hearing it was an- 
nounced that full agreement was 
reached on all poiats except that of 
cancellation. The brokers’ association 
appeared in opposition to Item 6 which 
reads: “No similar insurance has been 
cancelled by any insurance carrier dur- 
ing the past three years except as 
herein stated.” The policy committee 
held an executive session following the 
hearing but no decision was reached 
on this cancellation clause. Decision 
is expected in a few days. 


ALEXANDER GREENE BACK 


Alexander Greene, of Ballard & 
Greene, Inc., who has been confined to 
the house for the past month and a 
half, returned to his desk on Monday. 





Firemen’s Insurance Co., Newark, N. J. 


January 1, 1918 
see... ++$1,250,000.00 
rrr ye FR 


Cash Capital 
Net Surplus ... 


DANIEL H. DUNHAM, /resident 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 








BINDERS EFFECTED ON NEW JERSEY RISKS 


Irvin T. Bernhard 


68 William St., 19 Elm Ave., 
New York, N. Y. Hackensack, N. J. 


Scottish Union & Nat. Ins. Co. Eagle & Br. Dom, Ins. Co. 
Niagara Detroit Und. Glens Falls Ins. Co. 
Law Union & Rock Ins. Co. 


Ohio Farmers Ins. Co. 
Yorkshire Fire Ins. Co. 








65th Annual Statement 


DED nasrincoakatinewesustagesweded 574,008.60 

CO SSS eee 2,923,025.51 

a OO ener senwubenees aon 

Conflagration Surplus ............. ,000.00 

of Waterton. 1t.B. Surplus to Policyholders.......... 2,650,983.09 


F. L. GILPIN, JR., 434 Walnut St., Phila., Special Agent. MIDDLE DEPT. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 








Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 








WALTER F. 


ERRICKSON 


AGENT 


38-40 Clinton St. 
Newark, N. J. 


95 William St. 
New York 








WILLIAM C. SCHEIDE & CO,, Inc. 
HARTFORD, CONN. 


Re-Insurance in All Branches 




















THE AIRPLANE 


is the military eagle, aptly termed 
the Eyes of the Army. Rising above 
and before the battle line, it watches 
for coming attacks. 
FIRE gives no warning of its coming. 
No eye can see where it will strike next. 
ADEQUATE Insurance is the airplane 
of protection. Use foresight instead of 
actual vision. Let the 


AMERICAN EAGLE 





‘FIRE, INSURANCE 
COMPANY { 
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Fire Insurance Company of New York 


begin today to protect you against loss by fire. 


Cash Capital .......... ONE MILLION DOLLARS 


HENRY EVANS, President 
Pacific Coast Dept., 
INSURANCE EXCH. BLDG., 
SAN FRANCISCO 


Home Office: 
80 MAIDEN LANE 
NEW YORK 
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Chattel Mortgage 
Clause Upheld 


L. & L. & G. WINS FARM CASE 
Plaintiff Claimed Mortgage on Barn 
Was Usurious and Therefore 
Not Legal 











The Liverpool & London & Globe has 
won an important case involving the 
legality of the chattel mortgage clause 
of the standard fire policy. The case 
is that of Morris Lapidus vs. the L. & 
L. & G., which was decided by the Ap- 
pellate Division of the Supreme Court 
last week. 


The plaintiff was a farmer at Lafay- 
ette, N. Y., and previous to November, 
1916, he had executed a mortgage for 
$1,100 on part of his property to secure 
payment of a note. In November, he 
took out a fire insurance policy for 
$4,800 on the property. In December 
a fire destroyed a barn. The Company 
refused payment on the ground that the 
chattel mortgage, which had not been 
declared, voided the policy. 

Lapidus sued and set up as his prin- 
cipal reason why the loss should be 
paid that the chattel mortgage was 
usurious and therefore void. He stated 
that the mortgagee had loaned him 
$1,000 and had then required him to 
execute the mortgage for $1,100. The 
usurious feature of the mortgage, he 
held, voided it as a legal instrument 
and therefore the objection of the in- 
surance company was not a good one. 

Justice Irving C. Hubbs, in his opin- 
ion said: “To hold under the facts 
that the plaintiff can recover in spite of 
the fact that the property was covered 
by a chattel mortgage, would open the 
door to frauds upon insurance com- 
panies and to a great extent nullify 
the provisions of the New York stan- 
dard policy.” 


Americans Plan 
Foreign Operations 
(Continued from page 1) 
America. We are told by representa- 
tives of some of the largest countries 
in the Southern Hemisphere that com- 
panies from the United States will be 
welcomed there. 
Argentine Conditions Good 


The conditions 


in Argentine are 
favorable to insurance companies. 
Buildings have little wood in their 
construction and fires seldom extend 


beyond the compartment in which they 
originate. Fire protection is nationally 
controlled and supported, and equip- 
ment modern. Protection is usually 
adequate. Taxes are rather heavy, 
but rates are not government controlled 
and appear adequate. Legal regula- 
tions are slight compared with many 
of our states. There are Municipal 
building regulations as to construction, 
materials, height, etc. Deposit required 
of a foreign company to enter is 300,- 
000 paper pesos (about $127,380 U. S. 
money) for one kind of insurance, 50 
per cent. additional for each additional 
line. One central deposit is sufficient 
to conduct business throughout the 
country. Nearly all provinces require 
an annual “patente” (business license) 
and some cities require a “Municipal 
patente.” 

There are about 85 companies of all 
kinds operating in the Argentine. 
About 33 foreign companies are en- 
tered, 23 of them writing fire insurance. 
The Equitable Life Assurance Society 
and the New York Life Insurance Co. 
of New York are entered and doing 
business. 

Brazil is Also Favorable 

The conditions as regards construc- 
tion and protection in Brazil appear to 
be about the same as the Argentine, 
but conditions to enter are not so favor- 
able. Our investigators may find that 


the best plan to enter some of these 
countries may be to take out National 
Charters—as low as 10 per cent. of 
capital is required to be paid up in 
order to do business under a National 
Charter. 

Laws against incendiarism are very 
strict. In the City of Sao Paulo, for 
instance, the occupant of premises on 
which a fire occurs is immediately 
arrested and held until a rigid investi- 
gation of the cause of the fire has been 
made. <A small fire which burns out 
one building there attracts as much 
attention as the burning out of an en- 
tire city block in our country. 

As an indication of the better quality 
of building construction and consequent 


reduction of fire loss, our Consul re- 
ported from La Paz (the capital) in 
Dec. 1916 that there are no fire insur- 


ance companies in Bolivia. The houses 
of La Paz are built of adobe or stone, 
and fires have created little call for fire 
insurance, 

The policies of foreign companies in 
the Argentine average over 25,000 
pesos, and the average of the National 
(local) companies is about 13,500 pesos. 

Admission Conditions 

One of the features of the South 
American and foreign situation which 
may prove to be a deciding factor in 
the expansion movement is that, with 
the exception of Great Britain and a 
few other countries, the open door 
policy is almost universal and upon 
presenting proper credentials as_ to 
home office solvency the company may 


forthwith commence business. This 
feature, which is also applicable to 
banks, is what drew banks generally 


to establish branches in South America. 


The European insurance companies 
now transacting business in South 
America have adopted the expedient 


of maintaining a three months’ or more 
deposit premium to facilitate the pay- 
ment of losses and this will probably 
also be done by the American com- 
panies which enter South America. 
A peculiarity exists as to Dutch and 
French Guianas in that to do business 


in this territory credentials must be 
submitted to the home governments 
which is in effect entering those two 


countries for business. 
American Companies Invited 

Overtures from South American busi- 
ness interests to induce American com 
panies to enter that territory were 
published by The Eastern Underwriter 
in 1915 and on several occasions since 
then, the last being in June of this 
year when the following letter to the 
Insurance Society of New York from 
Claud de Baun, representative of the 
First National Bank of Boston in 
Buenos Aires, was published: 

“T am forwarding you under separate 
cover today a copy of volume 8 of the 
Argentine Third National Census. 

“On pages 87 to 125, inclusive, you 
will find a number of interesting statis 
tical tables dealing with the develop- 
ment of insurance in this country. 

“On page 96, the author says that 
happily there are indications that North 
American companies will extend their 
radius of action. Unfortunately, they 
have never done so before and it is a 
great pity, as the Scandinavian com- 
panies have entered here and are going 
ahead rapidly. 

Plenty of Room for Americans 

“There is plenty of room for our 
American companies and I would cite 
especially, in addition to re-insurance 
business, the insurance of blooded live- 
stock. Another field which is related 
to insurance is fidelity bonding, and 


there is a fine opportunity here for 
companies in this line.” 
Last week the following companies 


were represented at a meeting held in 
the office of President Elbridge G. Snow 
of the Home, at which time a prelimi- 
nary report of the above named com- 
mittee was presented: 

American of Newark, Boston of Bos- 








‘The Leading Fire Insurance Company in America’ 








ARTNA INSURANCE COMPANY | 


Aetna Fire Underwriters Agency 


of Aetna Insurance Co. 


Application For Agencies Invited 














CRUM & 


95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


GENERAL AGENTS 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


FORSTER 


NEW YORK CITY 
The North River Ins. Co., N. Y. 


Union Fire Ins. Co., Buffalo, N. Y. 
Seneca Fire Ins. Co., Buffalo, N. Y. 


San Francisco, California 
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NDED 


Cash Capital 





<~ NORTH AMERICA 


126th ANNUAL STATEMENT 


h0un5ddnehenbeseeewincseeendacncetes $ 4,000,000.00 
Reserve for Premiums 


Reserve for Losses 
Reserve for Taxes 
Keserve for Sundries 


The Oldest American SUGGS ccccveessce 
Stock Insurance Company 
ZOTAR cose 
Surplus to Policyholders, $12,317,502.26 


Losses Paid Since Organization, $192,518,273.33 
Fire Insurance, Tornado, Sprinkler, Explosion, Inland Transit, Salesman’s Floater, 
Automobile, Use and Occupancy, Builder’s Risk, Tourist War Risk, Cotton Insurance, 
Marine, Rent, Leasehold, Parcel Post, Regis‘ered Mail. 


1918 


PHILADELPHIA 
DECEMBER 31, 1917 


10,630,740.40 
4,419,000.00 
950,000.00 
160,000.00 
8,317,502.26 


ico $28,477,242.66 








H. A. Smith, President 
G. H. Tryon, Vice-President 





National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement January 1, 1918, to New York Insurance Department 
LIABILITIES 
Cette Gees, BE. Gi isnctcccccntnsesscicsennstenccvessseseessesss $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Re- 

GOST, HOE GORGE wv crccdessescsesevdcccsestcvesccoscsscess 11,073,438,19 
Unsettled Losses and other ClaimS..................++. 2,168,701.64 
Net Surplus over Capital and Liabilities 3,980,020.79 } 
Total Assets January 1, 1918............... $19,222,160.62 


I’. D. Layton, Secretary 
S. T. Maxwell, Ass’t Secretary C. B. Roulet, General Agent 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 








FF. B. Seymour, Treasurer 








EDWARD HEER, Vice-Pres. & Secy. 





THe HUMBOLDT FIRE, RSURANCE co. 


Conservative -- Sound -- Progressive 
Statement January 1, 1918 
ASSETS 505.65 | | LIABILITIES 
Mortgages .....-sccccccscsesscece $950,505. a a ed $ 300,000.00 
Stocks and Bonds..............+- 302,499.50 | | ee any 
ee NS 3,540, Unadjusted Losses .............. 93,290.82 
Cash in Office and Banks....... 162,884.18 TEED: ineuusttbnedcabtaneedéustie 1,024,694.02 
Interest Due and Accrued...... 1 | Other Liabilities ............000 28,500.00 
ROMtS DOO ..ccccccccccccccccccece 50 | 
Agents’ Balances ............:... 180,375.54 | Bee WEED evensecssndncssenvans 304,131.20 
Collateral Loans ............+++6 32,643.75 
Re-insurance Losses Due from | 
Other Companies .............. 85852 
$1,750,616.04 || $1,750,616.04 


A. H. TRIMBLE, President 


F. W. SCHRATZ, Asst. Secy. 








ton, Continental of New York, Fire- 
mans Fund of San Francisco, Firemen’s 
of Newark, Fire Association of Phila- 
delphia, Glens Falls of New York, Great 
American of New York, Hartford of 
Hartford, Home of New York, Insur- 
ance Company of North America, Na- 
tional of Hartford, Niagara of New 
York, New Hampshire of Manchester, 
Phoenix of Hartford, Providence Wash- 
ington of Providence, Springfield Fire 
& Marine, St. Paul Fire & Marine, 
Westchester of New York. 


WILL ADDRESS SUFFOLK BOARD 


Fred J. Cox, Chairman, executive 
committee of the National Association 
of Insurance Agents, and Chauncey 8. 


S. Miller, secretary-treasurer, will be at 
the meeting of the Suffolk County 
agents at Sayville, July 31. Both these 
men have traveled the country over 
since the annual convention of the 
National Association in St. Louis, last 
October and they will have many 
things of absorbing interest to tell the 
Board members. 
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How Use and Occupancy 
Losses Are Adjusted 


Example No. 6 


By L. A. Moore, General Adjuster New York Underwriters’ 
Agency 


From a paper read by Mr. Moore to field men of the New York Underwriters’ Agency. 

















Example No. 6-A 

On the use and occupancy of as- 
sured’s entire property and equipment 
which shall be construed to mean net 
annual profits plus general maintenance 
cost to extent of taxes, interest on 
bonds, mortgage, indebtedness, divi- 
dends, heating and lighting, and legal 
liability for royalties and salaries, and 
such fixed charges and expenses inci- 
dent to the business which may not be 
discontinued during partial or total sus- 
pension of operation caused by fire or 
lightning. 

If under the terms of the preceding 
paragraph assured are entirely prevent- 
ed from operating or carrying on their 
business, the companies shall be liable 
at a rate not exceeding 1/300 part of 
the insurance per day, and for impair- 
ment: for actual loss in such proportion 
of a sum not exceeding 1/300 of the 
insurance as the impairment bears to 
the daily use and occupancy for the 
12 months next preceding the date o? 
fire. 

Total insurance $100,000. Limit of 
liability per day $333.331/3. Date of 
fire, October 24, 1917. Business of as- 
sured, public utility of supplying water 
and electricity, operating 365 days per 
year. Non-valued form. 


misinterpreting the meaning of the 
words “a sum” referred to in the form. 
The assured evidently believes “a sum” 
refers to the actual amount of his loss 
of $160.39 per day and figures his claim 
on that basis, whereas, according to 
cur interpretation. the amount of the 
“sum” is $283.74, being the amount of 
the companies’ liability per day in the 
event of total suspension. We have as- 
sumed that $283.74 per day, which was 
actually earned during the period of 
impairment, would also represent the 
amount of net earnings had no fire 
occurred, as assured made no claim for 
suspension of operation or loss of 
profits, simply for the expense of out- 
side power and temporary repairs. 


Example No, 6-D 

Applying the actual conditions of the 
form to the figures given, the result 
would be as follows (illustrating the 
danger of overpayment, with such a 
form, in case of an increasing volume 
of business): 
Impairment per day 
Average net profits per day 

for the 12 months next pre- 


160.39 


EXAMPLE NO. 6-B 
ADJUSTER’S STATEMENT OF LOSS: 


Net earnings 12 months immediately preceding the fire 
GAPOs cccccevecesesevesesseve 


Average per day, 365 


COMING TNO EPO ovcccicciecess 220.55 
Net profits per day (had no 
BIG BOCMETEE) occccccceccene 83.74 





fotal earnings from date of fire to January 1 (68 days), being period of impairment.$19,294.46 


PS icenpcctseseevewes Seen eee eenseesesereseseeeveneeeersresessnaceeeeseeseessess $283.74 per day 
Assured paid for hired power from Oct. 24 to Dec. 1 ...cccccecsecceeeeeees $1,500.00 
Incurred extraordinary expense for temporary and permanent re- 
pairs in maintenance and continuance of operation from Oct. 
Be OO. FOR. De weciesvcacicceenase REE eee e eee e eee e ence een eeeeeeeenepens $11,857.17 
$2,954.23 of which was for repairs to roof to which the property 
insurance of $210,000 was made to contribute in proportion as the 
property insurance bore to the total property and U. & O, in- 
surance of $310,000 or 21/31, making the property insurance pro 
portion. Of the TOGE ORPENEO GE GEISF Mines vv civccccccsvcvvcccccesed $ 2,001.25 
U. & ©. insurance proportion of the extraordinary expense .............. $ 9,855.92 
lotal expense chargeable to U. & O. Pibiccceasartiacinsscaxchatnwocseacinen ene $11,355.92 
Difference being actual net earnings during 68 day period of impairment........... '$ 7,938.54 
OT seccrevernccrenensereeeesee sees eee sees sees aSe eet tee eesseeeseeeneuseeessessseresosesecce $ 11674 
per day 
Average daily net earnings for 12 months preceding the fire..........cceccccecceeee $220.55 
Average daily net earnings 68 days’ partial prevention -of operation............... 116.74 
Reduction in average daily net ecarnings..........cssccccscccccccsccccccecccscececs $ 103.81 


De rr 22. vs cnaeimacubereaeavewebeseugs 


less salvage value of material 


EXAMPLE NO. 6-C 
per day 
We think the adjuster was in- 


correct in his method of 
arriving at the  impair- 
ment of net earnings, which 
he Shows tO BC.....ccccees $103.81 
The impairment probably 
BMOUMION 10 ocisccccscsees 160.39 
Probable average net earn- 
ings for the 68 days had no 
BVO OOCUTTOG .o.c:cicccccveveces $283.74 
Actual net earnings during 
the 68 days’ impairment.... 116.74 
INS oilyic Call oMaleisceen sine $167.00 
Less salvage $449.43 for 68 
RSS 6.61 
Net Impairment ........ $160.39 
Making the loss for 68 days’ 
impairment at $160.39 per 
(RES re eee, $10,906.58 
While the assured also ar- 


TIVOG At G JOSG OL... aivccvers 10,906.58 
He made a claim for but.... 7,950.47 


arriving at that amount by apparently 


$ 7,059.08 


used in maigtenance of plant in full operation... 449.43 
MINE Swat tess aco doviektsloue bodlcean ‘$ 6,609.65 

Loss 160.39/220.55 of $283.74 
Sr I 6k che oo: tie kde dean 206.34 
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and for 68 days’ impairment. .$14,031.12 
which amount the assured 

might perhaps have collect- 

ed had he followed the act- 

ual conditions of the form 

as we interpret it as against 

his actual claim of........ 7,950.47 

The danger of overpayment of a 
claim for partial suspension in event 
of an increasing volume of business is 
shown by the above illustration and 
could, we think, be largely overcome 
by the form providing that liability for 
partial suspension be measured as im- 
pairment of production or profit (as 
the case may be) bears to the amount 
which, but for the fire, would normally 
have been produced (or earned) in- 
stead of the usual formula of impair- 
ment over average for a_ specified 
period previous to the fire. 

Applied to the claim in question, the 
fraction impairment of profit over the 
profit which but for the fire would nor- 
mally have been earned may be ex- 
pressed as 160.39/293.74 or about 57 
per cent., whereas the impairment over 
the average profits for the preceding 
12 months would be 160.39/220.55 or 
about 72 per cent. The first fraction 
represents a smaller per cent. and prob- 
ably more nearly approximates the 
actual percentage of impairment than 
the latter. 

Whenever a plant is of a nature (as 
in this case) to require operation dur- 
ing 365 days per year, the form should 
provide that the insurance shall be 
liable at a rate not exceeding 1/365 of 
the insurance instead of 1/300, other- 
wise a policy might exhaust itself in 
about ten months, and the daily limit 
would appear to be large, being 1/300 
of the sum insured instead of 1/365. 


CITY MOTORS COVERED 
Upon the present city administration 
at Scranton going into office, it was 
discovered that only about one-third 
of the city’s trucks and automobiles 





were covered by fire insurance. The 
city has therefore decided to take a 
blanket policy covering the entire fleet 
and has succeeded in getting a rate of 
89 cents. Each agent who now has 
reinsurance will receive an increase in 
amount to make his premium the same 
as before. The value of the cars, forty- 
seven in number, amounts to approxi- 
mately $150,000. The city will carry 
between $100,000 to $120,000 insurance. 
The report was circulated in Scranton 
that the city is at present paying as 
much as $3.75 a hundred for automobile 
insurance and these policies cover only 
fire and theft risks, 
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Proposed Federal Tax On All Insurance 
Placed With Unauthorized Foreign Companies 
Should Be Beneficial To All Parties In Interest 


The Ways and Means Committee of 
the Senate is now considering placing 
a tax of 10 per cent. on all classes of 
insurance placed with companies out- 
side of the United States. 

The primary objects of this bill ap 
parently are: 

Firstly: To give the Government an 
additional source of revenue, esti- 
mated on a most conservative basis, 
of not producing less than $5,000,000 
yearly, which, in these times ought to 
be welcome, in view of the material 
loss of revenue collected on imports in 
the United States. 

Secondly: It will be of benefit to all 
companies doing business in the United 
States, to offset foreign competition op- 
erating on account of labor conditions, 
on a much smaller expense ratio for 
the salaried employees; they are not 
hampered with local, state and Govern- 
ment taxes to the extent of companies 
doing business in the United States. 

President Rush’s Letter 

I) the issue of the “Weekly Under- 
writer” of July 13th, there appears a let- 
ter from Benjamin Rush, president of 
the Insurance Company of North Am- 
erica, setting forth objections to the 
proposed bill. After reading Mr. Rush $ 
objections carefully, the writer fails to 
find any logical reasons set forth in 
said letter, which would justify the 
conclusions arrived at, and fears that 
there must be some omission in print- 
ing said letter, by leaving out part o° 
the vital arguments which Mr. Rush 
must have had in mind. 

In order.to understand clearly how 
the business of import and export is 
conducted,*as far as it affects marine 
insurance; it is well known to those 
who are’ engaged in this business that 
an exporter, after he has negotiated his 
contract of sale, makes arrangements 
for financing same. This financing 1s 
accomplished in various ways, but it 
can safely be said that 99 per cent. of 
the export business is conducted as 
follows: 

After bills of lading are signed for 
the shipment in question, it is neces- 
sary for the shipper to take his bills 
of lading, invoices and draft attached, 
secured by a certificate of insurance 
either effected with local insurance 
companies or a certificate to the effect 
that insurance has been placed by a 
prominent broker in London or else- 
where; then the banker will advance 
on or discount the drafts in question 


Insurance Necessary for Credit 

On import shipments, the merchant 
invariably goes to a banker and obtains 
a letter of credit, equivalent to his 
needs, sometimes exceeding $1,000,000, 
and sets out to the various ports of the 
world where the commodities which he 
desires can be purchased Before a 
banker will issue such a letter of credit, 
there must be lodged with him a policy 
of marine and war insurance, covering 
shipments which can be purchased un- 
der that letter of credit, making the 
loss, if any, payable to the banker as 
far as interested. It can be safely said 
that no prominent banking house would 
ever issue a letter of credit unless they 


are secured with policies of insurance. 

So, in answer to the first argument 
of Mr. Rush’s letter, where he states: 

In the first place there is no compulsion on 
anybody to insure their property at all, if they 
do not choose. There is no legislation exist 

x in the United States or in any state, com- 
pelling a merchant to insure. 

While it is true that there is no law 
compelling anybody to insure, custom 
and conditions of conducting trade and 
business makes it almost obligatory to 
insure, if not in all cases, in most 
cases, 

In answer to the second argument ad- 
vanced: 

Bearing this in mind, let us put ourselves 
in the position of the exporter or importer of 
goods in the United States. We will suppose 


that the bill has been passed, and is being 
enforced. 


The American merchant goes to his broker ty 
effect his insurance. He obtains a_ certain 
rate, let us say 1 per cent. on the goods that 
he imports or on the goods that he exports. Ile 


pays his rate, obtains an American policy, 
charges up the premium to his consignee or 
shipper, in the foreign country. 

By return mail he receives advice that the 
same insurance can be effected in that foreign 
country for 90 cents, 


If the account is a large one, he writes back 
to his foreign correspondent that in future he 
will be indebted to him if he will be so good 
is to effect insurance on all shipments of 
voods between such foreign country and the 
United States, at the reduced rate—in other 
words, that he will sell his merchandise de 
liwered on dock in New York, and will buy 
it delivered on dock in New York. 

The result will be that the merchant’s en 
tire account will go to the foreign underwriter. 
and no taxes whatever will be paid on it to 
any American State of the United States. 


Therefore, I maintain that the bill will fail 
in (a) producing revenue for the United States 
and (b) in enforcing the placing of marine 
insurance with American marine companies be 


cause it is impossible to force the American 
merchant to insure his goods, if he does not 


choose to, and in the course of trade com 
petition it is absolutely necessary for that 
merchant to get as low freight rates and in 
surance rates as does his competitor locate] 
in countries other than the United States. 
The case cited apparently has no 
bearing on the bill in question. In fact, 
it is apparently an argument in favor 
of the proposed bill from a logical point 
of view. If, as stated by ‘Mr. Rush, a 
merchant finds that the New York rate 
is 1 per cent. for insurance and there 
is a market abroad for 90 cents, and 
if the assured wishes to avail himself 
of the saving of 10 cents, he surely 
would do so whether there was a tax 
law on the statute books or not. But 
the proposed law would make it im- 
possible for him to avail himself of the 
cheaper market unless he wishes to 
discriminate against home security 
without any material gain to himself, 
as under the new law, all evidence that 
the insurance, whether placed by the 
party in interest or the shipper, or 
banker, will be subject to a taxation. 
It is only fair that companies doing 
business in the United States, who in 
® great many dngfances are subject to 
a local, to a State, to a Government, 
to an excess profits tax, should receive 
some protection from foreign competi- 
tors who are not subject to the taxes 
which a domestic corporation or a for- 
eign corporation regularly entered to do 
business in the United States have to 
pay: Firstly, their rent and clerical 
force cost them materially less abroad 
than in the United States. Take the 
largest competitor which an American 
marine insurance company has, the 
London market,*they are not subject 
to any tax outside of the excess profits 
tax. There is a stamp tax on the prem- 


(Continued on page 20) 
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Replacement Values 
and Under-Insurance 


MANUFACTURERS SHORTSIGHTED 


Sprinkler Company Submits Figures 
Indicating Present and Pre-war 
Conditions 
Property replacement value is closely 
related to the subject of co-insura:ce 
says the Automatic Sprinkler Bulletin 
which presents some facts in regard 
to appraisals, as it is only by appraisals 
that replacement values can be deter- 

mined. The Bulletin goes on to say: 

“The radical increase in replacement 
values—much more than compensating 
for the depreciation accruing annually 

since the war began, is not fully ap- 
preciated by many manufacturers. 
Higher wages, larger profits, greatly in- 
creased cost in raw material and other 
matters entering into plant production 
and building construction have boosted 
replacement values to an altogether 
new level. 

Amount of Under-insurance 

“Among the textile firms the increase 
in replacement values since 1914 has 
amounted to approximately 70%. While 
their values were increasing 70%, their 
insurance carried increased only 19% 
so that today these forty-three firms are 
on the average 30% under-insured 
which would, through the operation of 
the co-insurance clause, affect the 
amount of money they will receive from 
the insurance companies in case of fire 
destroying their property or any coa 
siderable part of it. 

“Among the miscellaneous firms the 
average replacement value increased 
from 1914 to 1918 70%, whereas the 
amount of insurance increased only 
21%, showing that they are under-in 
sured 29%. 

“It is a strange commentary that the 
whole country is daily impressed with 
the higher cost of living whereas 
business men generally cannot seem to 
apply this same increase in values to 
their own business, and are therefore 
utterly unfamiliar with what it would 
cost them to replace their business 
property if it should be destroyed by 
fire. 

“The reasons for increased valuations 
are many, and it is futile to try to outline 
what they are, It is enough to say that 
the average increase in actual replace- 
ment value, depreciation being figured 
at the usual rate, was about 70% during 
1915-1916, whereas the increase in the 
amount of insurance carried was but 
little more than 13%. 

Necessary to Know Value 

“From the foregoing, it will be scen 
that it should be a fundamental of 
every business that the actual replace- 
ment value of a business property be 
known, Without such knowledge, it is 
obviously impossible to place insurance 
with any degree of certainty that the 
right amount is being carried. This is 
so because a fire loss is adjusted on 
the basis of present replacement value 
after proper depreciation has been 
deducted. 

“Value as applied to business prop- 
erty investment does not include the 
money equivalent to the good will, or 
other so-called intangible assets but in- 
dicates the equivalent in money if the 
business was transferred from a willing 
seller to a willing buyer as a going 
concern. It must be remembered that 
the present value has nothing to do 
with the past costs, These simply show 
the purchasing power of the manufac- 
turer at different periods in the growth 
of the plant investment. The most com- 
plete and accurate way to ascertain 
these two necessary business funda- 


mentals, viz., present replacement 
value and collectible insurance indem- 
nity, is to have an appraisal made by 
an appraisal company specializing in 
this class of work. Although an ap- 
praisal is in some cases more or less 
expensive, it insures full and authentic 
results. 

“The best plan is to get in touch with 
the agent or broker handling your in- 
surance matters, as they are in a posi- 
tion to give advice as to the proper 
course to pursue in obtaining an ac- 
curate valuation.” 





FIRST WARRANTY EXCLUDING 
CAPTURE 

An idea of the marine business done 
in early days may be gained from the 
statement that the Insurance Company 
of North America, founded with a cap- 
ital of $600,000, had six years later a 
marine premium income of $1,304,203, 
although no distinction was made then 
between marine and war risks. But 
the claims due to the seizure of Amer- 
ican vessels by French corsairs involve 
such a high percentage of the premium 
income, that the directors soon began 
to insert in the policies a warranty ex- 
cluding capture and seizure by the 
French. Even then no attempt was 
made to re-insure part of the amounts 
at risk and the manner in which insur 
ance was conducted at that time would 
appall the underwriter of today. 


NOW IN NEW BUILDING 

After being located for 32 years at 
30 South Pearl Street, Albany, N. Y., 
Frank P. Dolan has moved his real 
estate and insurance business into his 
new building at 459 Broadway. The 
business was established by the late 
John Commerford in 1872, and Frank 
P. Dolan was admitted to the firm some 
years later. In 1886 Commerford and 
Dolan took offices in the Beaver block, 
which they occupied until recently. 


Proposed Federal Tax 
Should Be Beneficial 


(Continued from page 19) 


iums, which is charged to the assured, 
and not to the company. 
Tax Is Not Hardship 

Therefore, it appears, as far as any 
American hull owner suffering on ac- 
count of this 10% tax, that the same 
cannot be of any material hardship 
to him, as compared with a foreign 
owner, in view of the enormous amouat 
of revenue that it will produce for the 
United States Government, and the 
material benefits that others will 
derive from the same. 

Take for instance, a case where an 
\merican underwriter desires a 6% 
rate on the hull of a vessel, and the 
risk can be placed in part or the whole, 
in the London market, at 5%. If the 
American owner is compelled to take 
advantage of the London market, and 
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pay the Government a 10% tax, he 
will be %4%% worse off than his foreign 
competitor spread over the whole 
year’s operations, and compared to the 
preferential treatment which he receives 
in coastwise trade, no material hard- 
ship can come to him. As a matter of 
information, for the past year, London 
underwriters are charging lower rates 
on American hulls than they charge 
for British owned vessels of the same 
type. 

As far as the importer or the ex- 
porter is concerned, he has absolutely 
no objections to paying higher rates 
oy Government taxes, provided all his 
American competitors are on the same 
basis. 

Therefore, there does not appear to 
be any logical reason why this bill 
should not be passed, and placed upon 
the statute books, and thereby be of 
benefit to the Government and the in- 
surance community at large. 


OBSERVER. 
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ENCOURAGES NEW COMPANIES 
Alien Property Custodian Describes 
Opportunity to Take Over Busi- 
ness of Enemy Companies 


The attitude of Government officials 
toward new American marine insurance 
facilities has apparently undergone a 
change since earlier in the war. This 
is inferred from the statement made 
last week by Alien Property Custodian 
A. Mitchell Palmer to the effect that 
the business of the companies which 
his department is now taking over of- 
fered “an unusual opportunity for the 
organization and development of a num 
ber of new American companies.” This 
is contrasted with the attitude of the 
Government as reflected by the state- 
ment of Hendon Chubb, chief adviser 
of the War Risk Bureau, who stated in 
an address in Cincinnati in April that 
the present marine insurance market 
was sufficient and that because of taxa- 
tion, competition, shortage .of help, etc., 
it was inadvisable for new American 
companies to enter the marine field. 


AVERAGE LOSSES AND MORAL 
HAZARD 


It is reported that sea damage and 
other general average losses on Gov- 
ernment owned cargoes carried in pri- 
vately owned hulls are being reported 
much more frequently than when the 
cargo was also owned and insured pri- 
vately. 





MARINE CLUB MEETING 
A meeting of the directors and execu- 
tive committee of the Marine Insur 
ance Club will probably be held next 
week at which plans for the fall activ- 
ities will be discussed. 
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then on Revision 
of Rate Schedule 


COMPENSATION TARIFF CHANGES 


Payroll No Longer to Be Used in 
Adjusted Rate Determi- 
nation 
The Industrial Compensation Rating 
Schedule has been revised under the 


the National Reference 
Committee on Schedule Rating and was 
participated in by representatives of 
the schedule rating committees of the 
National Workmen’s Compensation Serv- 
ice Bureau, the Compensation Inspec- 
tion Rating Board of New York, the 
Massachusetts Rating & Inspection 
Bureau, the Compensation Inspection 
Rating Bureau of New Jersey and the 
Pennsylvania Compensation Rating & 
Inspection Bureau. 

In reporting on the revision the com- 


auspices of 


mittee says that for the first time in 
the history of schedule rating the 
safety standards are substantially uni- 
form with the standards of Wisconsin, 
Pennsylvania, New York and New 
Jersey, as well as those of the United 
States Government, the National Safety 


Council and the American Society of 
Mechanical Engineers; this result was 
due to co-operative efforts among these 
various bodies. 
Departures Made 

In rating procedure a 
ture has been made _ from _ previous 
schedules, in that the payroll of the 
plant is no longer used in adjusted rate 
determination. It was found that, in 
using previous schedules, when the pre 
mium or “adjusted to payroll” charges 
exceeded the credit under those 
classes, it was possible to reduce the 
degree of rate advance by overestimat- 
ing the payroll, and when the credits 
exceeded the charges, the rate reduction 
could be increased by underestimating 
the payroll. It is obvious, then, that by 
the elimination of the payroll element, 
rate results are produced, which do 20t, 
as heretofore, depend upon or vary 
with inaccurate payroll estimates, 
While this change to a degree sacri- 
fices refinement and accuracy in rate 
results in those cases where the payroll 
was correctly estimated, the practical 
effect is an improvement, for the reason 
that it was almost impossible to obtain 
correct payroll estimates. 

General Form Unaffected 
The most important accomplishment 


radical depar- 


however, is that a schedule has been 
produced which is adapted to varying 
industrial conditions, and since rating 
formulae will be used to calculate the 
rate values of the various items, it will 
be possible, as statistics relating to 
cause and cost of accidents are col 
lected, to control or correct the item 
values and rate results without in any 


way affecting the general form of the 
schedule. 

For rating purposes 
divided into three general groups, 
which have been designated the 
“structural” “mechanical” and “moral” 
sections. 

In addition to the changes in the ap- 
plication of schedule rating, there are 
a number of changes in the various 
items of the schedule, experience with 
the former plan having indicated that 
some items were unimportant, while 
others contributed nothing to the 
scientific measurement of work hazards. 
In fact it was found that, to retain 
some items, would impose a serious 
handicap on the plan as a whole. Ac- 
cordingly. some of the items were 
eliminated, while others were changed 
or modified so that more satisfactory 
results might be obtained. 


the schedule is 


Ametiens Liability 
Issues New Policy 

SELLS FOR THIRTY-SIX DOLLARS 

$100 a Month Indemnity— 


Designed for Preferred and 
Select Risks 


Gives 


The American Liability of Cincin- 
nati has pvlaced on the market a new 
income disability policy which sells for 
$36 a year. This policy is of the frilless 
variety and does not contain even a 
principal sum. It pays for loss of time 
from disability caused by accident or 
sickness; no exceptions. It provides 
total and partial disability for accident, 
house confinement, convalescing and 
non-confining for illness. It is very 
clearly worded and is designed for pre- 
ferred and select risks, which are the 
only classes of risks taken under this 
policy. It is issued for annual premium 
only, allowing $100 a month indemnity; 
ages 18 to 55 inclusive, for $36 a year. 

Besides the policy terms shown below 
the contract contains the Standard 
Provisions. 

Accident Disability 


Total: At the rate of monthly indemnity 
specified for the period, not exceeding twelve 
consecutive months, that the insured is totally 


date of accident dis 
from performing every 
business or occupation, 
independent of all othe: 
injuries effected through ex 
and accidental means, 

such injuries shall continuously 
accident disable and necessarily 
Insured from performing at leas: 
the important daily duties per 
his occupation, or in the event of 


from the 
prevented 
pertaining to any 
result, 
causes, of bodily 
ternal, violent 
Partial: If 
from date of 
prevent the 
one-tourth ot 
taining to 


and continuously 
ibled and 
duty 
as a necessary 


like partial disability immediately following 
total disability, the Company will pay the 
Assured for the period of such partial dis 
ability not exceeding six consecutive months 
at the rate of 40 per cent. of the monthly in 
demnity specified; provided the maximum com 
ined period for which indemnity shall be 
paid under Paragraph A and B hereof, for any 


one injury, shall not exceed twelve consecu 
tive months. 
Illness Disability. 

At the rate of monthly indemnity specified 
for the number of consecutive days that the 
Insured is strictly and continuously confined 
within the house and therein regularly visited 
and treated by a legally qualified physician 
and necessarily totally disabled, by reason of 
illness having its cause and beginning after 
the fifteenth day this policy is dated; and if, 
during convalescence following said house con 
finement, or if such illness does not strictly 
and continuously confine the Insured within 
the house, and in either case the Insured shall 


be necessarily totally and 
from performing every 
business or occupation, 
strictly and 
and require 
tendance of 


continuously dis 
duty pertaining 
though not con- 

continuously within the 
and receive the regular at 
such physician, the Company will 


abled 
to any 
fined 


house, 


pay him indemnity at one-half of said rate for 
the period of such convalescence, or after the 
first seven days of such non-confining illness, 
in either case not exceeding four weeks, Pro 
vided The maximum period for which in- 
demnity shall be paid for any one illness shall 
not exceed six consecutive months. 


: General Provisions 
rhis policy does not cover loss or disability 
due to or as a result of: (a) Injuries re 


ceived or diseases contracted or suffered out- 


side the limits of the United States or Can- 
ada; (b) Military or Naval service in time 
of War; (c) Participation in aeronautics or 


submarine operations; 


5 (d) Violating law. 
Indemnity will not 


accrue hereunder in ex- 
cess of the time the Insured is, by reason of 
injury or illness, under the prefessional care 
ind regular attendance of a legally qualified 
physician or surgeon, nor unless such at- 
tendance is at least once in seven days 
of disability. If the Insured is disabled 
by injury or illness for more than thirty 
days, he or his representatives shall furnigh 
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Residence theft 


rates. 


Policy. 
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INSURANCE 
COMPANY 


HARTFORD, 


THE OPPORTUNITY 


FIELD AND THE 





THE TRAVELERS 


WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 
TO SUPPLY 


NEEDS GUARANTEES AGENTS THE 
LARGEST INCOME 


INDEMNITY 
COMPANY 


CONNECTICUT 


THESE INSURANCE 


BROADEST 








FREIGHT BOND PRESCRIBED 
Rate Fixed at $5 a Thousand—Covers 
Payment of all Tariff 
Charges 
The United States Railroad 
tration has prescribed the form of bond 
for railroad freight bonds. It reads: 
“conditioned upon and _ providing for 
payment of all charges within 48 hours 
after delivery of the 
freight.” Rating Bureau 
made a 
minimum’ $5. 
to steamship lines or other 

under Federal control. 

The amount of the bond is 
the railroad’s treasurer. The railroad 
may accept from any shipper one bond 
covering all its uncollected charges at 
all stations. Credit limited to 48 hours 
on each shipment, can be allowed only 
up to the amount of such bond. Failure 
to pay such charges within the time 
prescribed will automatically cancel 
such credit. 





Adminis- 


forwarding or 
The Towner 
rate of $5 
This rate does not apply 
carriers not 


has per thousand, 


fixed by 


BERGHAUS WITH F. & C. 
Paul Berghaus, who 
ager of the American Indemnity, of 
Galveston, for New Jersey, with offices 
in Jersey City, has resigned as of July 
15 and is now with the Fidelity & 
Casualty as a special agent of the bond- 
ing department attached to the Home 
Office. Mr. Berghaus will develop the 
surburban tenratery. 


STAFFORD BENEFIT QUITS 
The Stafford Benefit Association, of 
Batavia, N. Y., is being liquidated by 
the New York Insurance Department. 
The assets of the Society are $763 with 
liabilities of $6,500. 


has been man- 


near 
with 


days or as 
possible, 
his attending 
stating the 
the probable 


every thirty 
he reasonably 
writing from 
surgeon, fully 
the Insured and 
his disability. 


the Company 
thereto as may 
a report in 
physician or 
condition of 
duration of 


Something New 


insurance at one-third the former 
This is every broker’s opportunity. 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


Call for 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


PHILADELPHIA 





INSURE ALL WITH STATE FUND 


Such is Object of State Labor Federa- 
tion at Meeting in Syracuse in 
August 


The State 
securing a 


of Labor is 
great deal of publicity in 
the up-state papers heralding the 58th 
annual 


Federation 


convention in 
Herald 
reintroduce a bill to 


August. The Syr- 


acuge publishes the following: 
elimi- 
nate casualty insurance companies from 


make 


“Steps to 
workmen’s compensation and to 
the state insurance fund the sole car- 
rier of compensation, will be discussed 
when representatives of the New York 


State Federation meet at Rochester 
for its fifty-eighth annual convention 
during the week of August 27. The 


officers are considering a new method 
of legislative procedure in an effort to 
insure new hearings on the bill. These 
will be outlined by the Legislative Com- 
mittee,” 


RATES FOR WHEAT BONDS 
Fifty Cents Per Thousand—For All 
Other Elevators Rate is One 
Per Cent. 





The 


rates 


Towner Rating Bureau has made 


wheat bonds for all 
a good 
of trade, cham- 
produce exchange, 
of fifty cents per thousand on penalty 
all other elevators, one 
on penalty of bond. 

Board of trade bonds in Chicago are 


for storage 


elevators whose receipts are 


delivery on any board 


ber of commerce or 
of bond; for 


per cent. 


twenty-five cents a bushel on elevator 
storage capacity; in Kansas City ten 
cents a bushel. Rates are graded so 
as to earn the same premium on ele- 
vator capacity. Elevators will be re- 
quired to furnish bond in an amount 
equal to fifty cents a bushel on their 
maximum elevator capacity. 





BIG AETNA MEETING 

July 23, the Aetna Com- 
hold their big conference 
of agents, which will last three days. 
Those in attendance will be those who 
have qualified in the 1917 business 
building campaign. About one hundred 
representatives from all over the coun- 


Beginning 


panies will 


try are expected Business sessions 
are to be held on the 23rd and 24th. 


ride and beefsteak din- 
the Winpoq Club, Windsor, and 
a golf tournament and dinner at the 
Farmington Country Club will consti- 
tute the principal entertainment. 


An automobile 


ner at 
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Resignation Rests 

No further meetings of the Bureau 
relative to the Travelers resignation 
have been called. The impression ap 
pears to be that an amicable arrange 
ment will be reached. The Company 
cited seven different subjects in its bill 
of particulars. As a result a number 
of things are undergoing consideration 
and investigation within the Bureau. 

* * * 
National’s Brokers’ Branch 

The National Surety this week moved 
its brokers’ branch from the Mutual 
Life’s building on William St., where 
it has been for a number of years, to 
the ground floor of 50 Pine St. The 
Mutual Life simultaneously moved its 
supply department into the space for 
merly used by the National. 

*“ * © 


Registrations Still High 
’ Automobile registrations still keep up 
to normal, indicating that as yet there 
has been no ultimate change in the 
number of cars in use, even though 
output may have decreased, This con- 
dition may be expected to continue for 
a time. It is still easy to get gasoline 
and the government has not made any 
general request to car owners” to 
curtail the use of their cars in whole 
or in part. At present it is likely that 
more old cars are in use than normally, 
because of high prices and possibility 
of difficulty in getting new ones. It may 
be expected that for some time cars 
will not wear out in full proportion to 
even a reduced output. 
. * - 
Arranging Monthly Report 

The Bureau is considering a monthly 
report arrangement for owners of com- 
mercial fleets. The necessity for report- 
ing each car withdrawn or added to a 
fleet has been a troublesome feature 
of this class of business, which the 
Bureau companies wish to remedy as 
soon as possible. 

oa 4 + 
L. L. Hall Advanced. 

L. L. Hall, assistant superintendent 
of the inspection and rating department 
of the Bureau, has been appointed su- 
perintendent, succeeding R. S. Elberty 
who is now serving the Government in 
the Ordnance Department. Mr. Hall 
was formerly manager of the St. Louis 
Branch Bureau and came to New York 
as assistant to Mr. Elberty. 

* * 
Compensation of Express Companies 

The Eastern Underwriter is advised 
that compensation insurance covering 
all the express companies as consoli- 
dated by the Government has been 
placed with the stock companies 
through the office of J. G. Hilliard 
and that the premiums on same total 
about $175,000. 

*. t cs 
Explaining Rating Plans 

L. L. Hall, superintendent of the in- 
spection and rating department of the 
Bureau, and G. F. Michelbacher, its 
actuary, are visiting Chicago, Detroit 
and Louisville, explaining the new 
experience and schedule rating plans. 
The meetings were arranged at the re- 
quest of five Western companies. 

+ a * 


Another Cause of Accidents 
The automobile is figuring promi- 
nently in a new class of accident. Dr. 
Thomas KE. Turner, of Mt. Holly, N. 
J., was seriously injured when a tire 
which was being adjusted to his car 











burst. 


Both his jaws were broken and 
his nose smashed when a flying ring 


from the tire struck him. A similar ac- 
cident occurred in Atlantic City when 
J. Neafle Bowers, was seriously injured 
when a tire burst while being adjusted. 
He is in a serious condition in the At- 
lantic City Hospital suffering from con- 
cussion of the brain and a fractured 
skull. 
a ca ” 


Effect of Government Order 

In urging its customers to buy com- 
plete automobile collision cover im- 
mediately, the Chicago agency of the 
Gcorgia Casualty uses these arguments 
to show how the Government order 
curtailing pleasure car production will 
alfect Owners: “The price of new cars 
will undoubtedly be advanced, and the 
cost of replacement parts will be in- 
siderably. Most serious of 
all] will be the difficulty in obtaining at 
auy price the necessary replacement 
parts. The insurance companies, ob 
ligated under their policies to replace 
broken or damaged parts, by reason of 
their national scope will be in a posi 
tion to give service that an individual 
cannot obtain locally.” 

+ a + 


creased con 


Accident Claims Fewer 
While monthly payment accident men 
are finding it hard to keep their organi- 
zations together because of the draft 
and other war causes, they are much 
pleased with the way claims have fallen 
off of late. One office reports a drop 
of twenty per cent. The policyholders 
are making such high wages that it 
does not pay them to be laid up. The 
same condition obtains in compensation 
lines. 
ae a * 
Loss of Use Cover Sought 
A New York liability underwriter has 
been enquiring for a company to write 
consequential loss of use in connection 
with teams liability, similar to that 
written on automobiles, 
* * * 


Sees Good in State Fund 

One view of the New York State 
Compensation Fund is that if there 
were no fund, the state might order 
the companies to write all classes, re- 
fusing none, in which case the com- 
panies would again be placed at a dis- 
advantage. 

a * * 


Special Leaflet Issued 

The Hartford Steam Boiler Inspec- 
tion and Insurance Co., is issuing a 
special leaflet which contains thirty 
suggestions for meeting the fuel strin- 
gency. 

+ os ae 

J. S. Mossgrove, manager at Colum- 
bus, Ohio, for the American Surety, 
stopped in New York for a few days 
on his way to Boston to say goodbye 
to his son who has gone to the front 


~# Malingering Cuts 


But Small Figure 
VIEWS OF DR. ROYAL MEEKER 


Used by 


Arguments United States 
Commissioner in Favor of State 
Insurance 


Some idea of who is supporting the 
state health insurance proposals and 
what form their 
favor of such legislation can be gained 
Royal Meeker, 
Labor 


arguments take in 


by reading what Dr. 
United States Commissioner of 
Statistics, says regarding costs and 
malingering. In the course of an ad- 
dress Dr. Meeker remarked: 

“Do not allow anybody to frighten 
you by telling you what enormous fi- 
nancial burdens must be borne if pro- 
vision is made for health insurance. 
The only way in which either work- 
men’s compensation or health insurance 
can increase the burden would be by 
its influencing industry and the health 
of the community in such a way as to 
actually increase the accident rate and 
the illness rate. I say that with all 
due deliberation. I might just as well 
finish up the job now. 

“Books have been written about the 
malingerer. I think his importance has 
been enormously exaggerated. Now, I 
don’t mean to say that there do not 
exist men who deliberately lie down 
mum the job. 

Hospitalizing Workmen 

“What would you do if you lost both 
arms? 1 think you would be inclined 
to lie down on the job, I know I would. 
I want to tell you, just by way of illus- 
tration, because it happens to pop into 
my mind, that I have looked for jobs 

I have looked a whole day for jobs, 
without finding one, and at the end of 
a day I can tell you that I was very 
near the hobo class. I have often won- 
dered just how long a time it would 
take to make of me a thoroughly ho- 
boized or pauperized or hospitalized 
workman. I don’t think it would take 
very long. I don’t think it takes more 
than a week to thoroughly hoboize or 
pauperize or hospitalize a workman 
vainly seeking work. 

“Now, that has a very pertinent 
bearing upon both accidents and illness. 
1 have always, fortunately, been pos- 
sessed of a pretty good physique. I 
was rather a husky individual, and if 
anybody found work I was_ usually 
among the number. Malingering does 
not exist to anything like the degree 
to which the German special writers 
on malingering would lead us to be- 
lieve-- nothing like it. It 1s not more 
than a fractional part of one per cent. 
in the cost of workmen's compensation, 
and besides, some workers are not cov- 
ered in workmen’s compensation that 
ought to be covered. In the first place 
farmers and domestic servants are ex- 
cluded, except in a very few instances, 
two industrial diseases are almost uni- 
versally excluded, and non-industrial 
eecidents are ‘excluded, but don’t think 
that there is no burden from non-in- 
dustrial accidents, because there is no 
sensible provision made for the distri- 
bution of that burden. 

Distribution of Burden 

“Non-industrial accidents are now 
compensated. Don’t try to deceive 
yourselves--they are compensated for, 
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they are paid for, first, by the individual 
sufferer, next, by his immediate family, 
next, by his more distant relatives, and 
then by community in general, and that 
is the way we are compensating for 
communicable illness, the burden falls, 
first, on the individual, then upon his 
family, then upon his more distant 
relatives, and finally upon the commun- 
ity, and you can’t get rid of it. You 
will carry it a great deal more sensibly 
if you provide the means for the dis- 
tribution of the burden throughout the 
community, and you will cut down your 
illness rate, there is not the slightest 
bit of doubt about it. I think some of 
you present here know that you are 
confronted by something that is very 
very similar to what you are confronted 
by when you are asked to consider 
rationally the distribution of burdens 
caused by industrial accidents. It is 
not quite the same thing, because it 
does not alone concern industry.” 


COULD NOT REOPEN CASE 
Release Once Executed, Personal Ac- 
cident Claim Holds Despite 
reeeamanned wieseectatied 
Where an insured thought he had 
practically recovered from an injury 
and so reported to the company which 
accepted the report and settled accord- 
ing to the claim under a personal ac- 
cident policy, and the insured signed a 
release to that effect, there can be no 
recovery for future consequences of in- 
jury, according to a decision filed by 
the Supreme Court of Mississippi in the 
case of the General Accident, Fire & 
Life vs. Harris. The higher court said 
that the only mistake made was as to 
the probable duration of insured’s 
disability. At the time he made the set- 
tlement he thought he had practically 
recovered, but in this he was evidently 
mistaken. There was no fraud or mis- 
representation made to him by the 
Company, and the reports of the in- 
sured and his attending physician were 
accepted by the Company as correct. 
In reversing the judgment of the lower 
court, the Supreme Court stated that 
it had carefully examined authorities 
and found no well-considered cases that 
supported the contention that under the 
statement of facts in this case a Court 
ot Equity could set aside a settlement 
duly entered into between the parties. 
When a mistake is a mere matter of 
opinion as it was in this case as to the 
length of time the injured party would 
be disabled and no fraud or misrepre- 
sentions were practiced upon him by 
the other party, the release could not 

be set aside. 


DECISIONS ON SUNSTROKE 
Connecticut Judges Rule Differently 
in Two Cases Under Compen- 
sation Act 
Dependents of a person who dies 
from sunstroke while working in the 
open and where there is no evidence 
of another cause are not entitled to 
compensation according to a finding by 
Judge Case in the superior court of 

Connecticut, 

Recently, in another case where sun- 
stroke was the claimed cause of death, 
Judge Curtis of the same court held 
that compensation should be paid, a8 
the employee of a New Haven coal 
dealer died while in a coal pocket, and 
atmospheric conditions had been the 
cause of the direct effect of heat. 
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CASUALTY AND SURETY POINTERS 








Messenger, paymas- 
Can Work ter and office rob- 
Burglary With bery protection 


Other Lines works right in with 
compensation and 
liability lines, with group insurance 
and even with policies on lives, if the 
lives are those of important business 
men. The same men buy all these 
lines. This month of June is con- 
sidered the best in the year to sell 
burglary insurance, This is the sea- 
son at which people close their houses 
to leave for the seashore and moun- 
tains. It is the time of moving and 
upset. Homes are left unprotected or 
in charge of care-takers. The thieving 
gentry keep close track, and they profit 
accordingly. 

The total burglary premiums written 
by all companies in the United States 
last year amounted to approximately 
$6,000,000. This business fell into five 
main classifications: Residence, store 
or open stock, mercantile safe, bank 
burglary and paymaster and messenger 
robbery. Figures compiled by the Bur- 
glary Bureau jndicate that the resi 
dence business constituted 60 per cent. 
of the whole and that the others were 
divided as follows: 

Messenger, paymaster and office. 13% 
Bank 
Mercantile open stock 
MISTOBREIIO GATE occ iccrvvescssess 1% 

The Travelers says that nearly one- 
third of its business is messenger, pay- 
master and office business. As this 
line intimately concerns the manufac- 
turing and commercial world, it is con- 
sidered of much practical value. 

The Travelers is developing its resi- 
dence policy containing a co-insurance 
clause at a rate approximately 20 per 
cent. lower. The following’ table 
shows the amounts of insurance that 
can be purchased for a private resi- 
dence under each form for practically 
the same premiums: 


Terri With Pre- Without Pre- 
tory co-ins. mium co-ins. mium 
I $2,000 $24.75 $1,500 $25.30 

II 2.000 22.00 1,500 22.00 
Il 2.000 19.80 1,500 19.25 
IV 2 50 15.95 2,000 17.60 

4 2.0%) 22 1.50) 22.) 

Vi 2000 24.75 1,500 5.30 
It will be noted from this, says the 
Travelers table that approximately 


$500 more insurance can be purchased 
cn the co-insurance form than the same 
premium will buy on the form with no 
co-insurance clause. As records show 
many losses in excess of the policy lim- 
its, it is evident that many policyhold- 
ers do not carry enough insurance. By 
taking the co-insurance form they will 
obtain approximately $500 more insur- 
ance without paying any more premium. 
* . o 
Frank Mead, manager of 
Making the St. Louis branch of- 
Auto fice of the Aetna, is one 
Shows Pay who believes that the 
cost of a booth at the 
auto show is money well spent. The 
St. Louis branch had a booth at the 
St. Louis show last February and Man- 
ager Mead considers it a most profit 
able investment, The total expense of 
exhibiting was $85.63. As a result of 
the exhibit, eighty-five prospects were 
secured and automobile insurance in 
excess of $500 was sold direct, with 
more to come. The complete arrange- 
ments for the exhibit at the St. Louis 
auto show are described by Manager 
Mead as follows: 

“We took one of the long tables from 
our office, and over it we placed a glass 
sign with electric lights behind it, on 
which appeared the Aetna seal on one 
side and the names of the three com- 
panies and a liné about our combina 
tion automobile policy. By decorating 
the table and putting a big Aetna sign 
we had in the office in front of it, the 


booth made a very presentable appear- 
ance. We also induced the show com- 
mittee to hang a sign ‘Aetna Life In- 
surance Company’ in a very prominent 
place so jt could be seen from all direc- 
tions on the second floor. 

“We put an advertisement in the 
automobile section of a daily paper for 
which we paid $15 and received two 
write-ups. In addition to this we had 
printed 3,000 tags which we had the 
boys in the office put on every car 
parked down town on Monday of show 
week and which caused quite a good 
deal of talk, and gave us a lot of ad- 
vertising. These tags cost us $12. We 
have received a great deal of advertis 
ing and given away a large number of 
the automobile catalogue containers 
which are eagerly sought for by visitors 
to the show. In addition to this we 
fave away a lot of small mirrors which 
we had in the office in connection with 
the railroad accident department. busi- 
ness and also some court plaster. 

“I believe that we have received a 
great deal of favorable advertising 
through our exhibit and we have up- 
wards of 25 prospects who have called 
at our booth and voluntarily given us 
the expiration dates of their policies 
and asked us to come and see them 
for insurance. The attendance at the 
show was good and I believe that we 
are going to derive a great deal of ben- 
efit not only from the public, but also 
from the brokers who tell us that we 
are the only live ones in the field.” 

ae * se 


The Fidelity & De- 


Whereto Find posit is offering a 
124,912 special burglary 
Prospects hold-up and robbery 


cover for building 
and loan associations, fraternal organ- 
izations and local unions of labor or 
ganizations. In every city of any size 
these organizations exist, The funds 
colleeted by them are exposed to rob 
bery and burglary until deposited in 
the bank the day following. Usually 
the secretary or treasurer in charge of 
the funds is compelled to assume re 
sponsibility for their safety until de 
posited in the bank and is in his per 
sonal care and custody while in course 
of collection at the lodge or meeting 
room, while being conveyed to his 
home and to the bank the next day 
and while in his home over night. 
The Fidelity & Deposit’s rider, form 
No. 66, grants protection under such 
circumstances as that of interior hold 
up at the meeting or lodge room, high 
way robbery while in course of convey 
ance to and from the home and against 
burglary while at the home of the 
custodian. The rate for this form of 
insurance is 214 per cent. on money 
and securities subject to a minimum 
premium of $12.50 for insurance in 
amount of $500 or less. A great many 
agents have secured the fidelity bonds 
covering the officials of these organi 
zations and are in a position to se 
cure the burglary and robbery insur 
ance. There are 124,912 building asso 
clations, lodges and fraternal organi 
zations and local unions of labor or 
ganizations. 
* * + 


As a war economy, thr 


AnEpistle North American Acci 
on War dent has, until the war 
Economy is over, discontinued the 


regular issue of the 

NAAIC Quarterly. In lieu thereof the 
agency department is using special 
bulletins. Agency Manager B. P. Scott 
speaks of other economies he will prac 
tice and gives this advice to agents: 
“As far as possible, we will refrain 
from issuing special policy circulars, 
imprinted literature, watch fobs, etc. 
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BE. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,688,506.87 


W. E. SMALL, President PETER EPES, Agency Mgr. 




















The METROPOLITAN CASUALTY | 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED i874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Russell R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonze G. Brooks, Ase’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 














CHICAGO 


Burglary, Boiler and 











THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
Resident Manager 
55 JOHN STREET 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
Credit Insurance Established 1869 New England 


London Guarantee & Accident Co., Ltd. 
OF LONDON, E L dD ; y 


F. W. LAWSON 
General Manager 


Liability, Accident, 

















Remember—the fewer of these you re- ¢ 

quest, the more money available for Service Contracts 
war work, Such sacrifices as these are of of 

small compared to the sacrifices our Quality Superiority 
boys in the field are making. Guard to to 
carefully your  supplies—use them Policy Holders Representatives 


where and when 


wa 


the 


wa 


application or of a collection. 
‘efully your 


car 
i 
of 


my 
et every call Uncle Sam makes up 


me 
on 


spreader. 


‘bu 
by 


These are the 
win the war.” 


kK, R. Gregory, 


RMG (AN EN es bd PROGRESS 


eRe ORGANIZED 1886 


Norty AMERICAN AcciDENT INSURANCE © 
THE ROOKERY 


CHICAGO 


Wye 


AGENCY OPENINGS 1N 
44 STATES 





needed, but do not 
doubly carefully 
five minutes 
loss of a: 
Guard 
personal extravagances 
t is the duty of each and every one 
us to practice the strictest econo- 
in order that we may promptly 


ste them. Guard 
waste of your time 
sted time may mean the 





THE NATIONAL 
of DETROIT 


cheerful—don’t be a gloom 
Tell every fellow ‘you meet 

siness is good’—then make it good 
putting the ‘steam behind yourself.’ 
things that will help 


us. Be 


Eastern Dept. Western Dept. 
100 William St. Pacific Bldg. 
New York San Francisco 
Northwestern I ept. 
Palace Bldg. 
Minneapolis 

















assistant manager for Some of the most comprehensive 


the American Surety at Austin, Texas, literature on TNT, that’ innocent 
was in town a few days ago. He says looking stuff that lets loose every now 
that the wheat, corn and cotton crops and then, as in Syracuse for example, 
in his state are something wonderful has been issued by the Travelers. The 
and that this will be a great year for composition and hazards of TNT, 
the Lone Star State. trinitrotoluol, are fully explained. 
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Lists 
every 
operation 








The Dalton is the new way to office efficiency. New in its calculating 
mechanism, which reduces the total operating key board to only ten keys, 
making it possible for the untrained beginner to grasp its simple opera- 
tion at once—giving double the opportunity for speed to the expert. 


=~ 


LJ 
The operator is amazed at the simplicity of the Dalton. Her right hand il 
covers the key board, her eves rest on the work to be checked, and she works Ne 
by the Touch System. ‘The Dalton key board reduces the possibility of Wee 
error seven fold over the ordinary machine—it doubles the speed because A ag 


eye-reference to the keys is not needed. 


The operator does not have to know the number of figures in each item 
to register it. The Dalton automatically places each figure in the proper 
column, No eye-reference to banks of keys—no time lost—no mental ef- 
fort is required. The U.S. Government uses 2,000 Daltons for these rea- 
sons. The Eastern Underwriter does its figure work on Daltons, 

A single Dalton will handle the most complicated work of any office. It 
adds, subtracts, multiplies, divides, figures fractions, cross-foots, computes 


interest, percentage discounts and makes out statements. It combines Sim- 
plicity, Speed, Versatility and Durability. It brings office efficiency with it. 


DP 


PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. E QUITABL E 


MILWAUKEE, WISCONSIN Mutual in Principle and Practice 






ADDING. 
LISTING AND 
CALCULATING MACHINE 


CINCINNATI, OHIO 











vy ‘rprising ° <arpuntiva ‘ age > 
SATISFIED POLICYHOLDERS each year apply for over 35% of the Enterprising, Conservative Management 
new insurance issued 


GEO. C. MARKHAM, President O hnsiiigaine ea Oneill O | 
INSURANCE IN FORCE, $1,604,426,324 teed | 
: 


POLICIES MOST FLEXIBLE AND EASY TO SELL 





Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Low Mortality Rate 








Investigate GEO. E. COPELAND, Prompt Payment of Death Claims 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. i 


Efficient Service to Policyholders 


























A satisfied constituency gained by Fifty- 
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) = aes 3 TT _reaining and Education for Agents = | | 
Associated Mutual] q *"Scutrsger Pe 4 | | 
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Agency Incorporated These are some of the advantages enjoyed by 


representatives of 
hia ~ al B THE EQUITABLE LIFE ASSURANCE SOCIETY 


68 William at. New York of the United States 





For agency openings address: 
W. E. Taylor, Second Vice-President 


QUITABLFE 
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| L 
Exceptional Facilities for Writing 
Business Throughout the United States E 
























































